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TAKES ON 
ALL COMERS 





his T&B Tite-Bite Connector, 
T known in boxing circles as 3101, 
is one tough baby. It grips any size 
or types of cable that enters the ring 
—non-metallic sheathed cable as well 
as armored cable, flexible conduit 
and others. It really makes up tight. 
The harder you pull the cable, the 
tighter it hangs on. But here’s the 
pay off: 3101 holds the cable with 
never a cut or a bruise on the skin of 
the cable sheath. The tightening 
screw cannot possibly touch the 


cable. 


T&B 3101 is made of malleable iron 
with steel bonding type locknut, 


protected by bonderize-enamel fin- 





ish. It resists vibration, and is 100° 


salvageable. 


The technical experts at the Under- 
writers Laboratories have given T&B 
3101 the blessing of their approval. 
Uncle Sam has granted the patent. 








Notice the angle of the 
Tite-Bite grip and how it 
hugs the cable. 











When your customers want a con- 
nector that looks and acts like a 
winner, demonstrate the sample 3101 
you probably carry around in your 


pocket. 


T&B TITE-BITE CONNECTORS, OF COURSE, ARE SOLD 
ONLY THROUGH YOU ELECTRICAL WHOLESALERS. 





THE THOMAS z« BETTS CO. ~<_» 


INCORPORATED / ~~ 


manufacturers of electrical fittings since 1899 
ELIZABETH,1, New JERSEY \ 


in Canada: Thomas & Betts Lid. Montreal 
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BEAUTIFUL, E 







ACE BRIGHTNESS 


Curtis StarLux is a four-lamp pendant luminaire which is far 
ahead in beauty and effectiveness. Engineered-design and 
quality manufacture combine to guarantee many years of 





efficient trouble-free service. Scientific shielding and low sur- 
face brightness insure eye comfort. The maintenance man will 
like this fixture too—the glass panels can easily be removed 
for cleaning when necessary, but lamps and starters can be 
replaced without removing any glass. 


The Curlis. 


STARLOX 


“ECURTIS Lighting, x 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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ARE YOU LOSING DOLLARS? check these Big Markets 


for new lamp sales . .. and watch your Profits jump! 

















32% of all stores lighted with fluorescent need One out of 11 homes now has fluorescent lighting Almost 2 billion square feet of industrial plant are 
immediate lamp replacements, according to a in one or more rooms—already an appreciable are lighted with fluorescent. But 68% of all factory 
recent G-E survey. Starter replacement also offers market for replacement business that is sure to space still needs better lighting. A big oppor 
many opportunities. increase. nity for lamp replacements and new business. 


Hear the General Electric radio programs: “The G-E All-Girl Orchestra”, Sunday 10 p. m. EWT, NBC; “The World Today” news, every weekday 6:45 p. m. EWT, CBS. 
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NOW you can make hae 
lamp sales and profits with this 


new G-E Dealer program 


' ae 

’s a brand new program that fits today’s oa 
he Fike lamp replacement business. It’s c 

i ..- filled with ideas that 

really sell/ It’s a step-by-step pro- 


) with 
. se now... 
gram you can u 


all the up-to-the-minute “pe 
dising and sales helps —_ * 
to move more G-E til ' 
lamps faster. It’s a penne ‘ 
aimed at folks now selling 
fluorescent lamps... and others 


who want to. 


HERE’S THE NEW G-E PROGRAM 


i day’s 
tly timed to meet to | sila: 
~ sooo demand for fluorescent _— qe ; 
Asie ps ; lete package in 
is ram offers a comp es 
ad ae ge addressed to —s eae ald spa 
Cc 
ial — plus dealer sa 
job les material — p eF 
~~ geese enclosures and a pra 
olders, motel 
romotion material, to sell more G-E lamp 





‘ dy-made market awaiting a program nt 
ph ; ait tee Electric now furnishes - y 
3 peor! to cash in on it. Better get — y 
tT facto : pata Lamp Office for your supply — today. 


oppor 
iness. 


D "EM 
BUY MORE WAR BONDS—AND HOL 
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HERE'S ALL You DO To 
START THE PROFITS 
ROLLING IN 


Get in on the profitable lamp re. 
newal business, but get in soundly 
—by taking these three steps: 


-E sales 
tO customers 





amps. 
SOLICIT INDUSTRIAL Plants, offices 
3 and stores, Urge your Customers 
to give you a line on reconversion 
plans, renewal dates, and future 
lighting requirements, as well as 
Present replacement needs. 
Shorter days ahead mean longer 
burning hours—and bettey renewal 
usiness. Are jou ready? Ask your 
G-E Lamp Department Represent- 
ative about this new plan — now, 


Ss 
GE LAMP. - 
«79 MAKE HTER LONGER 
BRIG i LAMP RESEARCH 


Aim of © 

































CHAMPION LINE-UP 


CHAMPION LAMP WORKS 


4 


For Profitable Volume 


American industry's tremendous production effort has created a huge 
market for Fluorescent and Incandescent Lamps — and awakened ap- 
preciation of the value and economy of better lighting that will mean 
big business for you for years to come. 

Here is the CHAMPION line-up that will help you to make the most 
of it: 

1. Champion Quality — guaranteed to equal or exceed Federal Specifications 

and backed by forty-four years of specialized experience. 


2. Champion Responsibility — assured by the complete technical and produc- 
tion resources of one of the largest lamp producers in the country. 


3. Champion Service — a competent engineering 'staff and trained experts in 
the field, available on any lamp or lighting problem. 


4. Champion Acceptance — the Champion Diamond mark on every lamp is 
recognized by industry as a symbol of lower light and lamp costs. 


Lynn, Massachusetts 


DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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“OBJECTIVE ATTAINED” 


¢ The Edwards campaign to stimu- 
late business for the architect has 
produced concrete results! Over 
60,000 home-planners have written 
lor the booklet “How To Plan Your 
New Home”—a telling argument 
lor the architects’ place in bring- 
ing their projects to a successful 
conclusion. Many times this number 
have read these advertisements, in 


national magazines, on the advan- 





EDWARDS 


SSN, a a 


SINCE 1872 


a 


ELECTRICAL SIGNALING 


Bells - Chimes - Telephones - Alarms 


for Homes, Offices, Schools, Hospitals 
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tages of an architect-planned home. 
This campaign—the largest ever 
undertaken in behalf of the archi- 
tectural, profession—has been spon- 
sored by Edwards & Co. to stimu- 
late business for Electrical Whole- 
salers and Contractors through the 
use of adequate wiring and the 
installation of better equipment. 


EDWARDS and CO., NORWALK, CONN. 


In Canada: Edwards and Company, Ltd. 


XX = 











% THE FLUORESCENT LIGHTING 
FIXTURE INSTALLED IN THE 
UNITED !STATES. MILITARY 

ACADEMY ‘AT WEST POINT 
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West Point Cadets Study by the light of GUTH: 
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E study-areas at West Point Military Academy are now 
lighted by the Guth CADET the new semi-indirect type 
luminaire. 


Forty: five Foot-Candles of uniform, glare-free, shadowless 
lighting is delivered on the study-desks. The illumination is 
evenly distributed throughout the area; there are no ‘‘Bright- 
spots''—all brightnesses are correlated, Reading visibility 
is excellent; writing with either pen or pencil is now effected 
without any direct or reflected glare. A 100% perfect seeing- 
light has wbeen Provided! 


The new Guth CADET semi-indirect luminaire, is now Com- 
mercially available. Write for details. 


rd 


TUTE TULL LL : 
« Smart in Appearance Efficient in Action Developed for Precision Dependable in Service 
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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 
contains valuable information for wholesalers and their salesmen 





FROM BOMB SIGHTS 
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BULLDOG WILL SPEED RECONVERSION 


All industry, during the war, has learned that good lighting 
pays for itself many times over — in bigger output, better 
work, less spoilage, and employee health. 

Plants equipped with BullDog Universal Trol-E-Duct 
will find its advantages multiplied in the reconversion 
period, and in the peacetime competitive race to come. 

“ It is the only system that provides completely flexible 
lighting. It brings lights close to the work — permits you 
to add new lights or re-locate present ones, instantly and 
wherever needed. 

Expert BullDog engineers are ready to help you now in 
ur postwar preparation. Write for information about Bull- 
9g Universal Trol-E-Duct and _ its 


mpanion systems — BUStribution 
UCT for flexible power and Indus- 
al ‘Trol-E-Duct for portable tools, 8 





~W 





an ea 


ines, hoists and other moving loads. 


\ . ELECTRIC PRODUCT 


Any type of light can be sus- 
pended from Universal-Trol- 
E-Duct — the Duct serving as 

















: both support and feed. Trol- 
‘ ALSO MANUFACTURERS OF BOX 177, R. rR ae leys or Plugs inserted in the 
VCU-BREAK SAFETY SWITCHES * SWITCH- DETROIT 32, products of Duct convey current from the 
BOARDS * SAFTOFUSE PANEL BOARDS * CIRCUIT —_— Coctereromt, Ont. Duct to the lighting fixtures. 
MASTER BREAKERS * UNIVERSAL TROL-E-DUCT ss -acipal Cities 
* NDUSTRIAL TROL-E-DUCT. Field Engineering Offices in All Princip 
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“With KARDEX Sales Contro! 


we're all set for the future” 





ALL FACTS VISIBLE 
..- AND ALL TOGETHER 


Even though sales in certain lines 
may be temporarily at a standstill 
due to war restrictions, the Charles- 
ton Electrical Supply Company is 
letting no grass grow under its feet. 

On the contrary, this forward- 
looking wholesale organization has 
already set up the foundation for a 
highly efficient postwar sales pro- 
gram. 

Acornerstone is the Kardex Visible 
System of Sales Control—the only 
system that brings together in a 
single file the whole story of all cus- 
tomer and prospect relations. As our 
illustration shows, here is a yearly 
recap of sales classified by separate 
products or product groups, full data 
on customer personnel, a record of 


12 








invoices by product, and a monthly 
record of sales. Not one, but all 
these records are available for quick, 
easy review at a single reference. 

In addition, eficient management 
is further aided by the Kardex visible 
margin, with its Graph-A-Matic 
“chart” that compares each cus- 
tomer’s purchases 
to date with the 


says CHARLESTON, W. VA. ELECTRICAL SUPPLY CO. 


previous year’s activity, plus sig- 
nalled information as to date of last 
sales call and last order. 

Supplementing this sales record 
control, Charleston Electrical Suppl) 
also maintains stock control with a 
Kardex Visible Record that results 
in efficient correlation of inventory 
with sales. A perfect setup for post- 
war profits! 


We'll gladly send you ful! details...free, of course. You! 
also find many valuable suggestions in our illustrated brochure 

“3 Ways to Build Sales in Postwar Markets.” Ask our 
nearest branch office. 








SYSTEMS DIVISION 


REMINGTON RAND 


Buffalo 5, New York 
WHOLESALER’S SALESMAN — November 1944 
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INSTALLATIONS... 





INSTALLATIONS... 


Selection of the right insulatipn for each installation is of 

prime importance. A single cirquit may even call for two dif- 

ferent types of insulation, to safeguard against heat or moisture. 
! 


HAZARD Performite 
Heat-Resisting Insulation 
TYPE RH 


HEAT RESISTANCE — The official maximum tempera- 
ture rating of Performite insulation is 75°C, Code 
Grade insulation limit is 50°C. A given size wire with 
Performite insulation will therefore safely carry 50% 
more current than wire with Code Grade insulation, 
thus providing spare capacity for future use. 


MODERATE ADDITIONAL COST — The 50% added 
capacity of Performite over Code Grade insulation 
increases the cost only 3343% on the average (29% 
on 500 MCM., 34% on 4/0, 41% on No. 2 and 50% 
on No. 4). 


REDUCED CONDUIT COST — Smaller conductor sizes 
enable the use of smaller conduit and fittings, where 
original wiring is designed for Performite heat-resisting 
insulation. The overall cost of Performite and its small 
conduit is often no greater than the cost of Code Grade 
insulation and its large conduit. Consequently, the 
super-aging qualities of Performite can be obtained at 
practically no extra cost. 


PERFORMITE IN ALL TYPES OF CABLE — Type RH in- 
sulation, although used most extensively for Braided 
Building Wire, is also available in Lead-encased Cable 
for wet locations, in Hazardex Non-Metallic Sheathed 
Cable and in Hazard Armored Cable. 


3809 
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HAZARD Watertite 
Moisture-Resisting Insulation 
TYPE RW 


7 MOISTURE RESISTANCE — For many years Hazard 


Watertite insulation, made with natural crude rubber, 
had been used for Non-Leaded Submarine and Non- 
Metallic Armored Underground Cables as well as for 
braided Building Wire for use in moist locations. Be- 
cause of wartime restrictions its manufacture was tem- 
porarily discontinued. 


AVAILABILITY — Now after exhaustive research in our 
laboratories a satisfactory moisture-resistant insulation 
has been compounded using Buna § synthetic rubber 
(GR-S). So Hazard Watertite insulation is again avail- 
able. 


TESTS — Long-time water immersion tests, acceler- 
ated aging tests in the air oven and oxygen bomb, 
together with insulation resistance and dielectric 


, Strength tests, certify to its excellence under moist 


conditions. 


APPROVAL — Hazard Watertite Type RW Wire is 
fully approved by the Underwriters’ Laboratories for 
use in moist locations as an alternate for Lead-encased 
Cable. Hazard Insulated Wire Works, Division of The 
Okonite Company, Wilkes-Barre, Pennsylvania. 








HAZARODWY 


insulated wires and cables for every electrical use 
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Order NOW for delivery during 






first quarter of 1945 





Since away back before 
Pearl Harbor! 
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Comes complete with stand for use 
as an electric grill 

ANDSOME! Practical! Efficient! 
By popular demand the sensational 
improved Faraday Electro-Broiler is the 
first to be put into production in our 
reconversion program. We have had 
thousands of requests for it from dealers 
all over the country because it is a 
“natural.” It sells out of the appliance 
section as fast as it is put on display! 

Placed over any skillet, it will broil 
a steak to the queen’s taste in a matter 
of minutes. Used face-up on its own 


Serves as a table toaster 


stand, it doubles on the breakfast table 
as electric grill and toaster. Tilted back 
on its handle, it makes a handy and 
efficient electric heater! 


Sells on Sight to Appliance-Hungry Public 


The Faraday Electro-Broiler is now in 
production. Deliveries will begin early 
in 1945. Imagine how the appliance- 
hungry American public will reach for 
it. Don’t delay a minute! Orders will 
be filled in order received. 


FARADAY APPLIANCES ARE SOLD THROUGH ELECTRICAL WHOLESALERS 


FARADAY 
ELECTRIC CORPORATION 


ADRIAN, MICHIGAN 
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e Fits any skillet 
e Serves many purposes 












Tilts back on handle for use 


as an electric heater 








FARADAY PLUGMASTER 
CORD SET 


Meets Long-Time Need 


Here's another Faraday smash- 
hit, a cord-and-plug set that 
has an adjustable jaw to fit the 
contact prongs of Practically 
every appliance! Housewives 
are fed up with having five or 
six different size cord sets to fit 
the various appliances and 
many of them cheap ones that 
wear out fast. This one solves 
both problems. The one cord 
to fit all her appliances and 

that one a quality cord that 

she will recognize to be worth 

every bit of its price. Orders 

filled in order received. Get 
them in now. 


SELF - SELLING 
COUNTER DISPLAY 

















AND I DON’T MEAN MAYBE 


So back me up, and keep production moving and your 
circuits and equipment protected at all times with 


SHAWMUT SHUR-LAG RENEWABLE FUSES AND LINKS 


the quickest and easiest time-lag fuses to renew, yet the 
simplest and sturdiest ones that money can buy. Over fifty 
years of experience in the manufacture of electrical protec- 
tive devices assure that you can always be sure with Shur-Lag. 
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THE CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 


FUSE MAKERS SINCE 1893 
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Patent Applied for 


UNDERWRITERS 
APPROVED 


‘ Sire unre ee Ro eg “ 
P = e--*, a unm! -% é 
a Age Bs CU 
S i = 
yr a ‘—~ INDUSTRIAL 


Gn ss FIXTURES 
saves / gr. ON EVERY INSTALLATION 


You need only a screwdriver to save installation time 
























and money — because the new HYDEE Hanger for 
Industrial Fixtures does away entirely with centering, 
positioning, punching or drilling holes for mounting 
chain-suspension fixtures . .. All that’s necessary on 
any job is to make your wiring connections — screw 
down the hanger to the ears of the outlet box — then 
hang your fixture . . . Suspension chains, “S” hooks, 
cord clips and receptacle are furnished with the 
hanger. Chain hangers furnish accepted ground con- 
nections and allow the use of two-wire cord and plug. 

















10A-250V)... Complete with two 
5-foot chains, cord clips, “‘S’’ hooks 
and receptacle, 


LIST 
PRICE 


The HYDEE Hanger can be attached 
to a 4-in. outlet box — slots allow 
15° adjustment. Also fits 31/-in. 
outlet box or plaster ring. Recep- 
tacle for 2-prong plug (15A-125V, 





— Underwriters Approved — 


Nationally distributed through all leading electrical supply hous 


16 


WHOLESALER’S SALESMAN — November 1944 























MAAR AY 


























ne 
or 
ig 
ng 
on 
ew 
en 
ks, 
the 
on- 
lug. 
7 We knew we had a great insulated wire when we made Laytex. But, a \WSULATION AT IT 
: frankly, even we never expected any single wire to take all that Laytex guest $ BEsy 

has taken in the world-wide laboratory of war. : 

Laytex has been subject ‘to the moisture, heat and humidity of the 
tropics... the cold of the arctic circle. It has been subject to the 
shattering shock of the guns on our biggest dreadnaughts. 
Laytex has a proven record of delivering more electricity, more 

— dependably, in more different jobs than any other wire we know. 
ST Right now the entire output of Laytex Wires and Cables is going 
ICE to the Armed Forces. But the day is steadily drawing nearer when U. S. 

manufacture will be resumed for Buildings, Police and Fire Alarms, 

Communications, Signalling, Power, Control, and other exacting services. Reg. U. S. Trade Mork 

SERVING THROUGH SCIENCE TO PIONEER A NEW ELECTRICAL ERA WIRES AND CABLES 





UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE + ROCKEFELLER CENTER + NEW YORK 20, N.Y. + Im Canada: DOMINION RUBBER CO., LTD. 
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ECONOMY 


® Many years ago we won the approval of 
the great American buying public. We pass on to 
our Wholesalers this hard-won approval and the con- 
sequent demand for ECONOMY Fuses. ECONOMY 
Fuses are made for any electrical circuit and have 
been contributing to the safety of life, property, and 
all kinds of electrically-driven machinery over a great 
number of years. They are also making worthwhile 
reductions and savings in operating costs and work- 
ing time. The “renewal link” is one of the distinguish- 
ing features that has contributed so much to the well- 
earned fame of ECONOMY Fuses. The Wholesaler 
fills a most important place in our present and after 
the war plans and we are ready to give necessary 
advice and sales help to aid him in doing a well- 
rounded selling job. 





“ECONOMY Fuses since 1911” 


ECONOMY . . .Renewable Cartridge Fuses and "drop out" Renewal Link 


CLEARSITE . .Plug Fuses—Shows when blown 


ARKLESS .. .Non-Renewable Mechanical Indicating Cartridge Fuses 
ECO .... » »Non-Renewable—Non-Indicating Cartridge Fuses 


ECONOMY FUSE AND MANUFACTURING CO. 


CHICAGO 14, 


2717 NORTH GREENVIEW AVE. 
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Allcurrent-carrying parts are permanently covered 
—careless hands can’t touch them... Needless 
circuit interruptions are prevented when harmless, 
momentary overloads occur—but the circuit break- 
ers “trip’’ on short circuit or harmful, sustained 
overload . . . These circuit breakers are operated 
like an ordinary tumbler switch. Simply return 
the handle to the ON position when the cause of 
the short circuit or overload has been removed. 


They afford modern protection with ease of 
operation, and are built for long life — these cir- 
cuit breakers are Underwriters’ Laboratories 
tested for ten thousand complete operations. 


The cabinets are designed with ample gutter 
space and plenty of knockouts to expedite installa- 
tion. ( Pressure Type (Solderless) Connectors on 
mains facilitate connection. 
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SAFETY is a prime factor in the construction of 
fA Type AC THERMAG CIRCUIT BREAKER PANELBOARDS 


@ Type AC Thermag Circuit Breakers are as- 
sembled in Panelboards of 4 to 42 branches, for 
light and appliance service, in standard, narrow 
column type, and dust-tight cabinets — for either 
surface or flush mounting. Branch circuit capaci- 
ties: 15 to 50 amperes, 120 volts AC, for 3 wire 
single phase or 4 wire three phase mains... 
Mass production of (& Panelboards is attained by 
the use of standardized units as component parts. 
This results in equipment of high efficiency at 
lowered cost. 


Write for Bulletin 67 


It contains complete descriptions, dimensions, 
capacities, wiring diagrams, prices and sug- 
gested specifications. You'll find it helpful... 
Frank Adam Electric Company, Box 357, 
St. Louis 3, Mo. 


* i a ee Se So, w, Cae gets eee ew ted . 
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In the fluorescent lighting of schools, 


stores, offices and industry... 


Better lighting is only one reason for using the Miller 
2-lamp 40-watt Fluorescent Troffer. It is also de- 
signed to be the most practicable fixture to plan 
around—and build with. 


Troffer in posi- 
tion in either 
plasteror 
acoustic tile 
ceiling. 





The patented Miller Troffer makes it possible to hang 
this lighting fixture from the structural ceiling—and 
then hang the false ceiling from the lighting fixture! 
Here’s how it works in a ceiling with wood furring: 


—<Z- lus Bracket for 


a 


= wood ceiling. 


> oe 


This effects economies, assures stronger construction 
and adds flexibility to the entire installation. And it’s 
just as easy to do with a ceiling using metal furring. 


THE MILLER COMPANY e MERIDEN, CONNECTICUT 





Miller Troffers even solve some old ones! 


Bracket for 
metal ceiling. 





In fact, so versatile is the Miller 2-lamp Troffer—in 
single units, unit combinations, or in continuous light- 
strips “by the mile”—that its applications are prac- 
tically as unlimited as the architect’s ingenuity. 


Other exclusive Miller features, developed in our 100 
years of pioneering, include continuous wireway chan- 
nels (just like in the Miller industrial 50 and 100 
foot Candlers), hinged cover doors with plastic or 
glass dishes, ribbed or fluted—or prismatic glass 
plates—or grills of metal or plastic. These help make 
the Miller Troffer simple to service and so economical 
to operate that completely new standards of illumina- 
tion become feasible. 


We may seem to claim much—but we work with all 
light-sources (including mercury-vapor and incan- 
descent), so our judgment is unbiased. So call in a 
Miller Engineer—they’re in principal cities—or call us 
directly—and see why The Miller Company is starting 
its second hundred years, still in the lead! 





ILLUMINATING DIVISION 
Fluorescent, Incondescent 
Mercury Lighting Equipment 


OIL GOODS DIVISION 
Domestic Oil Burners 
ond Liquid Fuel Devices 


WAR CONTRACTS DIVISION 
War Materiel! 


ROLLING MILL DIVISION 
Phosphor Bronze ond Brass 
in Sheets, Strips and Rolls 
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CONDUIT CARTONED ELLS 


Easier to Stock 
Easier to Sell 





al 
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100 
lan- 
100 Ever since Conduit originated the idea of cartoning 
oe ells everyone's been happier . . . the jobber, the 
ake counterman, the truckman, the electrician. For not only 


are Conduit ells properly fabricated in accordance 
with U.L. Specs., perfectly threaded and correctly 
bent . . . but cartoning makes them easier to stock, 
easier to handle and assures positive protection to 
starting threads. 


REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





i 


Ba: COUPLINGS () PIPE NIPPLES @—D ELBOWS, 90°47 @ AND 45°o==> 


| RUNNING THREAD PIPE gD GOOSENECKS <——~)) WALLPLATES 
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Each is a self-contained, electrically-powered machine shop, fully 
equipped to render first aid to disabled mechanized units, and speed 
them back to the fighting fronts. In all parts of the world, you will find 
these mobile repair shops, working against time, and enduring hard- 
ships second only to those of the fighting machines they serve. 


Toughness and efficiency are basic “musts” for every structural part. 
Machines, generators, and the wiring that carries the electric load must 
be able to stand up strong and long on a day-and-night shift that never 
ends. The wiring selected for this important job is WALKER “SYN- 
THETIC”, a noteworthy tribute to WALKER quality and dependability. 


WALKER “SYNTHETIC”, built to the rigid requirements of war time 
standards, offers unlimited possibilities for peace time use. It is tough 
and long-aging . . . highly resistant to heat, cold, oi!s, alkalies, acids 
and moisture . . . extremely flexible and easy to handle... and it has 
high dielectric and mechanical strength, 

















Available in all standard colors — black, white 
red, blue, yellow, green—and special shades on 
order. Sizes range from small diameter building 
wires up to 4/0. 


Ask your Walker distributor for prices and 
delivery information. Or write to Walker Broth- 
ers, Conshohocken, Pa. 
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sd 
Arktite 
Plugs and Receptacles 


are circuit breaking and 
SAFE without additional 
disconnect equipment. 








Safety circuit 
contact is bonded 
to the housing. 












The arc formed by pulling the plug is instantly 
snuffed in the confined insulated § arcing 
chamber. 


Each plug contact fits closely the opening 
of its individual arcing chamber. 


The arc is broken while the plug contact 
is still a considerable distance inside of 
the arcing chamber. There is no danger 
of the arc traveling over to the other side 
of the circuit or to the housing. 


























An extra pole is pro- 
vided for the safety 
grounding circuit con- 
ductor in Arktite Style 
2, as illustrated. This 
pole is longer so con- 
tact is made first and 
broken last on the safety 
i] circuit. 


Arktite Style 1, without the extra 
pole uses the plug sleeve and re- 
ceptacle housing as this part of the 
safety grounding circuit. | 


~\ 
J CROUSE-HINDS offers 
a , the only complete line o 
EA circuit breaking plugs 
, and receptacles—20O 
Amp. to 400 Amp., 250 
volt D.C., 600 volt A.C. 











— 
——a 
white, @ Safety circuit contact is bonded to the ee, 
des on plug handle. 





silding 

rs and The red line Arktite plugs and receptacles are listed in Condulet 

Broth- ; ; eer Catalog No. 2500, Section 40. Explosion-proof Arktite 
rf Nationwide indicates the plugs and receptacles are listed in Section 85, 


. Distribution safety circuit. 
tough Electrical 


“Condulets for Hazardous Locations.” 


Wholesalers 


LSP cROUSE-HINDS COMPANY ie 
SYRACUSE Il, N. Y., U.S.A. 


Offices: Birmingham Boston Chicago Cincinnati Cleveland Dallas- Denver. Detroit - Houston Indianapolis Kansas City Los Angeles Milwaukee Minneapolis 
New York Philadelphia Pittsburgh San Francisco --Seattle -St. Louis--Washington. Resident Product Engineers: Albany Atlanta Charlotte New Orleans 








CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


| ONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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A FULL LINE OF G-E 
WIRING DEVICES 


For New Wiring and 
Wiring Extensions 


Switches, lampholders, convenience outlets, combi- 
nation devices—all types of wiring devices are avail- 
able to customers of G-E distributors. These distribu- 
tors handle the full G-E Wiring Device Line long 
known for its completeness and high quality. 


LINE IS UP-TO-DATE 


The G-E Wiring Device Line is kept up-to-date. 
Devices are improved and new devices are added 
constantly to meet changing requirements. Right 
now, of course, emphasis is placed on devices needed 
for war-purpose wiring. In like manner, following the 
war, G-E wiring devices needed for all sorts of wiring 
will be available. 


LINE IS BROAD 


G-E Wiring Devices appeal to users because they 
are easy to install and can be depended upon to give 
lasting service. Included in the line are power outlets, 
heavy-duty switches, etc. for industrial installations; 
convenience outlets, switches, lampholders, etc. for 
commercial and residential use; fluorescent accessories 
including lampholders, starters, etc.; and fuses, fuse 
cutouts, terminals, branch-circuit circuit breakers, etc. 


AIDS DISTRIBUTORS’ SERVICE 


The size of the G-E Wiring Device Line and its up 
to dateness enable G-E distributors to serve customers 
well. Present requirements can be supplied with the 
right devices today and future requirements will be 
supplied in the same way with the devices needed. 
General Electric Company, Appliance and Mer- 
chandise Department, Bridgeport, Conn. 





BUY WAR BONDS AND KEEP THEM 


Hear the General Electric radio programs: “The G-E 
All Girl Orchestra’ Sunday 10 P.M. EWT,\ NBC. ‘The 
World Today” news every weekday 6:45 P.M. EWT, CBS. 


GENERAL 4 ELECTRIC 
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A REWARD OF VICTORY 


The high pre-war reputation of LINOLITE fluorescent fixtures was 


won on the strength of quality. 


Frink never built to a price. Rather, Frink engineered its products 





to fulfill exacting lighting needs with the utmost efficiency. As a 
result, LINOLITE became recognized as ‘‘the ultimate in fluorescent 


lighting’’ by architects, builders, electrical contractors. 


With the coming of war, Frink’s engineering and fabricating skills 
were diverted 100% to making vital parts for America’s fighting 
machines. Thus, our reputation for precision work was carried on, 


but the production of LINOLITE necessarily ceased for the duration. 





The time now approaches when quality can again be demanded in 
lighting and many other lines. The need for accepting substitutes 
grows less as Victory comes nearer. Soon you can again trust 
Frink for new, better-than-ever fluorescent fixtures .. . engineered 


for the advanced lighting of the post-war era. 


Hil 


Ta AW CO La -L - LDL 
THE ULTIMATE IN FLUORESCENT LIGHTING 
THE FRINK CORPORATION, Bridge Plaza North, Long Island City 1, N. Y. 


Subsidiaries: Sterling Bronze Company, Inc. e Barkon-Frink Tube Lighting Corporation 


LIGHTING SINCE 1857 
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WITH EXPLOSION-PROOF 
FIXTURES AND FITTINGS 


The layout above shows how four R&S explosion-proof products 





meet the most exacting demands of safety in an extremely hazardous 
area. 


WHEN YOU PLAN OR REMODEL a building, an outdoor installa- 


tion, a ship or an electrical machine, it is not always possible to 





pre-determine the hazards it will encounter during its long life of 
service. With R&S, the electrical system can be made vaportight, 
dust-tight, moistureproof, waterproof or explosion-proof—or all 
five if necessary. And R&S Ever-Lok wiring devices will prevent 
accidental interruption of service for the life of the job. 


ASK YOUR CONTRACTOR OR JOBBER 


He has the latest 300 page R&S Catalog No. 90. 
and can refer you to scores of jobs in your vicinity 


Scuce 1902 ro‘ ithe call wil rte Yo panes 

RUSSELL & STOLL COMPANY ie 

EXPLOSION-PROOF WATER-TIGHT AND EVER-LOK RECEP- ve 

TACLES, PLUGS, CONNECTORS, SWITCHES AND FIXTURES 
125 BARCLAY STREET + NEW YORK 7, N. Y. 








V | 
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Captive Latch Seat 
Has New Design 
Due To Changeover 


lhe improved latch seat on steel reflectors 
of current Sylvania manufacture results 
from a lesson learned from making the 
war-inspired composition reflector. To 
prevent wear of the composition at the 
latch bearing-point, a zine-plated piece 
was designed to protect the reflector. 

In going back to steel reflector produc- 
tion, tests showed that repeated turning 
ff the captive latch tended to wear away 
the finish, thus opening the way for rust. 
| sing the idea obtained from war’s neces- 
sity, the present steel reflector contains a 
ine-plated latch seat riveted to the re- 


flector itself to counteract rusting even in 
high humidity atmospheres. 





_.. 2s 

New ‘captive latch’’ seat which prevents 

rusting, ts finished with enamel to insure 
maximum light reflection. 





Dip You KNow... 








(hat Sylvania Near Ultra-Violet Lamps are 
being used to illuminate fluorescent dials on 
iirplane instruments? Other uses for these 
lamps may be found in inspection work. 


* * * 
that Sylvania Germicidal Lamps, properly 
ipplied, can keep air-borne bacteria down to 
4 minimum? They are used to prevent the 
tamination of foods, drinking glasses, 
dishes. 
* * . 


That the human eye can follow the motion 

in airplane propeller turning at full 
speed, with the aid of a Sylvania electronic 
tube called the Strobotron? The tube is used 
to produce pulsating light which, when 
timed to the revolutions of the propeller, 

make it appear to slow down or stop. 





SYLVANIAH ELECTRIC 


M RS OF FLUORESCENT LAMPS, FIXTURES, 








CCESSORIES 


Fixture Division Opens New 
Lowell Plant For Devices 


Fluorescent Starters And Switches 
Are Among Lighting Products 


Fast delivery of starters and lampholders is being made possible by Sylvania’s 
new plant at Lowell, Mass. By concentrating manufacture of these items 
under one roof, improved service to customers is now being realized. The 
new unit brings the number of Sylvania plants working exclusively on 


FIXTURE PACKAGING 
SAVES SHELF SPACE 


Improved Sylvania fixture cartons are 
saving both warehouse room and paper 
stocks. Application of engineering princi- 
ples in the current conservation campaign 
has resulted in a direct benefit to whole- 
salers. Stock-room shelves accommodate 
more supplies due to the smaller packages. 

The Sylvania product engineering de- 
partment set about to develop “the per- 
fect package.” The results of this package 
research brought about the current carton. 
which holds auxiliary equipment and fix- 
ture in addition to the fluorescent lamps. 

In a single department alone, approxi- 
mately 2,500,000 square feet of corru- 
gated paperboard will be conserved hy 
Sylvania in 1944. 


<< \''> 
is “A\ 
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SS van | 
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“But Officer, it was a gift. Don’t you see 
it says, ‘In appreciation for recommend- 
ing Sylvania Fluorescent Lighting, from 
the Eye-to-the- Future Corporation’?” 


INCANDESCENT 


LAMPS, RADIO 
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lighting products to five. 

Housed in a modern building containing 
26,000 square feet of floor space, the plant 
incorporates many new features to speed 
production and maintain the quality of 






i : 74 ; 3 4 


One of Sylvania’s 500 employees at a 
new big test rack in the Lowell plant. 
Sylvania products. Improvements include 
larger test racks and modern facilities for 

handling, producing, and shipping. 

The Lowell Plant employs about 500 
people, the majority of whom are women 
whose dexterity contributes to high prod- 
uct quality. The unit, moreover, is fresh 
illustration of the company’s policy of de- 
centralizing manufacture, a proven aid in 
producing better lamps, fixtures and parts. 


———— 









Workers at benches producing starters 
in excellently lighted room. 


PRODUCTS 


Salem. Massachus 


[N¢ 





The Wakefield BEACON 
is built to standards you’d 
expect from Wakefield; 
offers top efficiency, along 


with lower cost. 


A Certified Fleur-O-Lier, the BEACON is 
designed to combine high quality fluorescent 
lighting with simple, modern appearance. It’s 
a “honey”’ for essential office or drafting room. 
Postwar, it can be a decided help for stores 


and other commercial interiors. 


Maintenance is especially easy. There are no 


horizontal surfaces on which dust can collect. 





New rigid louvers are hinged to make lamp 
replacement easy. Has twist-type sockets 
mounted with slot up, so lamps cannot fall out. 


Etched, ribbed glass on the side panels gives 
smooth, diffused light. All-steel construction, 
finished in lustrous satin zinc, with white 
enamel reflecting surfaces. Pierced metal end 
caps are backed up with translucent plastic. 
And you can supply this 4-lamp fluorescent 
unit in stem suspension as pictured, or with 
close-up mounting for low-ceiling areas. 

Help your customers handle paperwork faster, 


. with the BEACON. Get the 


details now from your Graybar house or write us. 


reduce eye-strain.. 


: 
a 
3 
A 
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THE F. W. WAKEFIELD BRASS COMPANY + VERMILION, OH!OF | 
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Here follows a random selection of facts from 
the Rittenhouse Survey (Part 3). As they 
build up, a new picture of the future of the 
electric door chime business takes shape. 
Under aggressive Rittenhouse leadership, it 


EXCERPT 1—What percentage of leading retail out- 
lets in the electrical appliance field expects to sell 
chimes as soon as available? The response to this 
figuratively was a tremendous roar—98.6¢ said yes. 


EXCERPT 2—What are the five outstanding points 
which show up as salient musts for promotion of 
chime sales, as designated by retailing opinion? 
12 9¢ y 


*Better tone- style- quality 5 


*More attractively designed dis- 


play boards A yee: 
*Firm price policy : ; ae 
‘More and better advertising 

sales promotion “So 23 . 8° 
*Ease of installation—mechan- 

ical improvement— simplified 

repair service... 30.7% 


*Rittenhouse will have all five. 


yinhowe 





' of facts 








other 
volume | 


PART 3 


: lhivh spots from the Dealer SurUcy 


is going to be an exciting and a most profit 
able part of your postwar selling program. 


How closely does your thinking mesh with 
the following facts culled from nation-wide 
retail opinion ? 


EXCERPT 3—Are retailers sufficiently interested to 
put definite action back of electric door chimes? 
lhe return on this is significant—47.8% will engage 
in special chimes promotions; 58° will provide 
for special floor displays. 

EXCERPT 4—W hat percentage of those interviewed 
consider chimes of such importance to their sales 
program as to warrant special sales courses for 
floor personnel? The reply shows definitely that 
chimes loom large in postwar selling, for 81° an- 
-wered with a vehement affirmative to this question. 
Rittenhouse expresses its gratitude to the retailers 
of the nation who studied the problem and who 
gave of their time that the facts which comprise 
Part 3 of the Survey could be compiled. Shortly 
they will be collected in a concise digest, available 
to all interested. 


Next comes Part 4—the introduction to a national 
consumer study of electric door chimes . . . @ presen- 
tation of the distilled opinion of 77 million people 
on this subject. Watch for it. 


The A. E. Rittenhouse Company, Inc. 


Honeoye Falls, Neu York 


TOMORROW'S BETTER DOOR CHIMES 
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HE true power of 

America is not, aS our 
enemies thought, in our great 
factories, our natural resources 
.it is in the know-how to 
meet new situations in new 
ways... summed up in a phrase 
known throughout the entire 


world — ‘Yankee Ingenuity !”’ 





ANKOSEAL multi-conductor 
insulated cables are among the 
most promising of Ansonia 
war-proven developments. If 
you have, or expect to have, 
a use for electrical cables— 


CHECK ANKOSEAL! 
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At Ansonia, for example, war 
found us with no experience 
in making cables of the exact 
type required by the Army and 
Navy, with their unique speci- 
fications. Yet we have produced 
them in staggering quantities 
—which, 


nature and use, must remain 


like their exact 


secret. But we can say that re- 





quirements were not only met 
but that one new and particu- 
larly vital kind of cable was first 
produced here at Ansonia— 
in an old brick building typical 
of the Naugatuck Valley. This 
type of thinking and action 
continues to be available to our 
forward-looking government 
in war, to industry in peace. 


THE ANSONIA ELECTRICAL COMPANY 


Specializing in “Ankoseal” a T. hermoplastic Insulation 


ANSONIA © CONNECTICUT 





A Wholly-Owned Subsidiary of 





NOMA ELECTRIC CORPORATION 


GENERAL OFFICES © NEW YORK, N. Y. 


—In peacetime makers of the famous Noma Lights—the greatest name in decoratiy 
lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio. rad: 


and electronic equipment. 
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REG. U.S. PAT. OFFICE i 





k Business Everywhere 


As This O’Fallon, a Installation Shows 





WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, 
U.S. A., Established 1909. Export Dept.: 13 E. 40th St., New 
“ARLAB” New York City. 


York (16), N. Y. Cable Address: 





Licensed under U.S. Patents of Western Electric Company, 
Incorporated, and American Telephone and Telegraph Company 


WEBSTER 





Lllinois 


2: ELECTRIC 


ieletalk 





WEBSTER 


Profits from sale of Teletalk Amplified Inter- 
communication Systems await aggressive 
salesmen everywhere. In small towns or large 
cities, wherever business is done in more 
than one office, there is need for the time 
and energy saving that this modern inter- 
communication provides. 


Small town demand for Teletalk is amply 
illustrated by the experience of the Inde- 
pendent Engineering Company, located in 
the small Illinois town of O'Fallon. 


Teletalk Amplified Intercommunication en- 
ables this progressive company to quickly 
gather the information on production required 
by 150 long distance calls every day. 


“Before installing Teletalk, time was lost in 
securing the required information relative to 
the shipment of parts or shipping time on 
equipment. With the Teletalk System, the 
desired information is at our finger tips," 
says Ray Christopher, vice-president. 


In every part of the country there are business 
concerns who need the time-saving effected 
by Teletalk Amplified Intercommunication. 
Teletalk almost sells itself when executives 
are shown how its use multiplies the effici- 
ency of every individual ... saves energy... 
avoids confusion. 


Investigate the profit-building possibilities of 
Teletalk Amplified Intercommunication Sys- 
tems. Write us for full information. 





4 Let’s All Back the Attack 
BUY EXTRA WAR BONDS 


“ ELECTRIC 


‘Where Quality is a Responsibility and Fair Dealing an Obligation” 
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These popular numbers provide essen- 
tial types for “coming through”’ on 
Both 


the Standard and Interchangeable 


residential wiring requirements. 


Line switches have the same degree 
of dependable design and mechanism 


—the famous H & H ‘“‘degree’’. 





FLUSH SWITCHES 





Standard and Inter- 
changeable Lines] 


Numbers illustrated above include rep- 
resentatives of the ““TL” Line:- single- 
pole, double- pole, 3-way and 4-way— 
residential type. Also, Interchangeable 
Switches to go with receptacles or 
other units in a single gang. 


HART & HEGEMAN DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY. HARTFORD. CONN. U.S.A. 
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TRENDS 





Future Outlook We have shied away from printing 


here some of the predictions of post-war booms that 
reached us from various sources because they seemed 
more like the pipe-dreams of super optimists. 

However, Sumner H. Slichter, Lamont Professor 
4§ Economics at Harvard University and Chairman 
of the Research Advisory Board of the Committee 
for Economic Development, in a speech on October 
10, 1944, gave some figures that we feel will interest 
our readers. 

Mr. Slichter points out that since early 1942 over 
six hundred articles of iron and steel for civilian use 
have been off the market because their production was 
stopped and that by the end of the war the accumula- 
tion of deferred demand for those articles will equal 
two years sales at the 1940 rate. 

His estimates of accumulated demand for electrical 
appliances are as follows: 

Vacuum Cleaners 
Clocks 


ae a 3.5 million 
icths eeha wdea bine 7.2 million 
cov aenea 23.0 million 
Refrigerators ............ 5.2 million 
Electric Irons ............ 10.3 million 
Washing Machines ....... 3.1 million 
8 1.5 million 
ge | 1.8 million 
ee ee 3.7 million 
WH cee ces ecne coe 4.5 million 


Percolators 


If you doubt whether consumers will have the 
noney to buy all those appliances, read this: 

“During the last three years individuals have been 
ompelled, by the sheer scarcity of consumer goods, 
0 save over $75,000,000,000. But even though prices 
ave risen, individual incomes have been so large that 
hey exceeded, at current prices, the supply of con- 
umer goods by $75,000,000,000. During the last 
hree years individuals have saved as much as they 
vould have saved in ten years at the 1940 rate. Be- 
ore the end of the war the increase in the savings of 
ie individuals will be equal to fifteen years’ saving at 
ie 1940 rate. At present the liquid assets of indi- 
iduals (that is their holdings of cash, demand depos- 
its, time deposits, and war savings bonds) are twice 


their holdings than at the end of 1940... 
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“Let us suppose that 57,000,000 people are working 
after the war, and that they are working about 7.5 
percent fewer hours per week than they are working 
today. The income of 57,000,000 persons working 
7.5 percent fewer hours per week than in 1943 would 
be about $130,000,000,000. After the payment of per- 
sonal taxes, they would have about $118,000,000,000 
to spend on goods, or to save. 

“How much of this would they spend on goods?” 

These are just a few of the many angles on the 
future outlook that Mr. Slichter covered in his talk. 
We quoted them here to arouse your interest because, 
due to WPB limitations on paper consumption we 
could not print Mr. Slichter’s address in full in this 
issue. You will find the complete text in our December 
1944 issue. 

* 


: 
Box Car Figures Those who have adopted the 
mistaken idea that the war is pretty well won, because 
production of certain war items has been reduced, will 
find little comfort in the war production records of 
the electrical industry, as reflected by the reports of its 
two largest manufacturers. 

General Electric Company’s president, Charles E. 
Wilson, reports his company’s billings for the first 
nine months of 1944 at the all-time high of $1,036,- 
634,375, which was 6 percent above the same period 
of 1943. 

Westinghouse Electric and Manufacturing Com- 
pany reports its billing for the same period at $612,- 
099,591 and that represents an increase of 22 percent 
over the same period of 1943. 

When it comes to NET earnings it appears that 
neither company can be rightfully accused of profit- 
eering. For the 9 months of 1944 G.E. shows less 
than $300,000 increase of profits over the same period 
of 1943. Westinghouse scores an increase of $2,219,- 
489 in net earnings. 

Those are the war-time figures of just two—the 
two largest companies in the industry and they total 
into Billions. They give an inkling of the sales job 
that lies ahead if peace-time figures are to reach to- 
ward or exceed war-time totals. 

(Continued on page 37) 













SPONSORS SLOGAN CONTEST 
AS FALL PROMOTION ~*~ 








THESE ARE A FEW OF THE 
MAGAZINES WHICH WILL 
CARRY SPACE... 








@ VERD-A-RAY is a new type of incandescent light bulb scientifically 
designed to make seeing easier. In comparison with the “pinkish” white 
light of ordinary frosted lamps, note the comforting “pastel greenish” white 
light emitted by VERD-A-RAY. 

Scientific research data indicates improved visual (sharpness) acuity, 
relief from eyestrain and reduced glare. 

Many war plants use VERD-A-RAY; one such plant reporting in a trade 
paper that hospital treated headaches were reduced 69.13%, hospital 
treated minor accidents were reduced 54%, and 357 productive man- 
hours were saved in one department in one month after proper installation 
of this new “glareless” lamp. 





WRITE TODAY 





fo : 


t 
CORPORATION 
TOLEDO 5, OHIO 
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VERD-A-RAY CONTEST RULES 


Ist PRIZE............. $1,000 in War Bonds 
2nd PRIZE............. 750 in War Bonds 
xii ccedeeseiees 500 in War Bonds 
Ee 250 in War Bonds 
NEXT 25 PRIZES....... 100 in War Bonds 


1. Go to your dealer where entry form will be given to you 
free of charge or other obligation. Write 6-word (or less) 
slogan descriptive of VERD-A-RAY. Purchase and use of 
VERD-A-RAY might be of value in making you familiar with 
the product, but it is not a condition necessary to entering this 
contest. Your own facsimile of entry will suffice. 

2. Mail your entry to VERD-A-RAY CORPORATION, Toledo 5, 
Ohio. All entries must be mailed not later than midnight, 
December 31, 1944. 

3. Entries will be judged on the basis of originality of idea. 
Penmanship or fancy entries will not count extra. Decision of 
the judges will be final. In case of ties, duplicate prizes will 
be awarded. 


















4. No entries will be returned. All! entries, ideas and contents 
thereof will become the property of VERD-A-RAY CORPO- 
RATION. 

5. This contest is open to any resident of the United States 
except the employees (and their families) of VERD-A-RAY 
CORPORATION, or its affiliated companies, and is subject 
to Federal, State and Local laws and regulations. 














Distributors’ salesmen and dealers identified with prize 
winners also qualify for prizes. 
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Thermador's Famous Heat 
Fan—it heats in Winter — 
cools in Summer. 
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Thermador is no war baby, but a pioneer 
manufacturer of electrical appliances, that 
has built a reputation for sound engineer- 
ing, sound manufacturing, and sound mer- 
chandising. Its products are in use from 
coast to coast, from border to border. 
The pre-war line contains many electric ap- 


pliance items that offer exclusive selling 


features. The postwar line will continue to 
keep “seven leagues ahead” while still ad- 
hering to the sound and the sensible. 
Electrical wholesalers interested in an 
electrical appliance line, based upon a 
quarter of a century of engineering and 
manufacturing experience, will find that 


Thermador offers unusual opportunity. 


Buy More War Bonds 


TH E RMADOR Electrical Manufacturing Co. 


5119 SOUTH RIVERSIDE DRIVE 
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LOS ANGELES 22, CALIFORNIA 
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ANACONDA WIRE & CABLE COMPANY 


Anafioh 
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— Because of the basic importance of adequate wit 
ing to the entire electrical industry, Anaconda i 





presenting messages like this in a wide list of na 














tional publications. 


IT’S YOUR POSTWAR ELECTRICAL HOME 


— $2 tha i worke/ 


THINK of your electrified home to come. . . big and 
little appliances of all kinds . . . advanced heating 

. air-conditioning ... better lighting . . . tele- 
vision... All fine servants— but they will be handi- 
capped if you give them insufficient electrical ca- 
pacity. 

So often electrical wiring plans are based on past 
electrical experience—a poor guide to the needs of 
peak loads to come. It’s far safer to plan reserve ca- 
pacity in line with the huge future increase in elec- 
trical usage. You'll save yourself plenty of grief 


later in breakdowns and expensive alterations. 

Manufacturers! Apply this in terms of industrial 
equipment in your business. The problem’s the 
same. Make sure you have ample electrical capacity 
to meet the huge future increases in electrical usage 
sure to come. In plants too, planned wiring will 
cost a lot less than unplanned wiring. 

Before structures get out of the planning stage, 
it will pay to consult electrical contractor, utility 
power engineer, plant power engineer. They'll 
agree that it’s always wiser to Wire Ahead! 44265 


25 Broadway, New York 4... Sales Offices in Principal Cities 


Hi Mays Whiorte WE ye 


\ 
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(Continued from page 33) 


1 e 
Angle On Casualties Under the title “Something 
For The Home Front To Think About” The Chicago 
Daily News recently published a cartoon which con- 
tained the following figures: 
89,620 killed in action since Pearl Harbor. 
264,500 All-Accident death total since Pearl Harbor. 

That means there were approximately THREE 
deaths on the home front (due to more or less avoid- 
able accidents) for every ONE death on the battle 
front of a global war that is being fought with the 
most vicious death-dealing weapons the world has ever 
seen, 

Next to broader general education on accident-pre- 
vention, better lighting is perhaps the most effective 
means of preventing accidents in factories, stores, 
streets, roads, the home. 

You help to cut down the accident rate on the home 
front when you sell better lighting. 


* 








LLL ANTRAL LA LT AN NI 


POST WAR PROSPERITY 


IF WE MAINTAIN FULL 
PRODUCTION WE CAN SPEND 
MORE AFTER THE WAR 
THAN IN 1940...... 



































HOUSE FURN. 
FARM MACH. 
Ex 
[NEW BUILDINGS] | E E E =| 





(THIS MEANS JOBS FOR ALL 


SOURCE: OFFICE OF PRICE ADMINISTRATION 














GRAPHIC BY PICKS. 8.7. 


* 


Surplus Goods On pages 82 and 83 of this issue we 


present a reel of pictures that dramatize the stupen- 
lousness of the surplus goods problem encountered 
ifter World War I. Since Pearl Harbor, and with 
i. global war to win, our war production has grown 
0 a ratio that is many times greater than that of 
World War I, when our entire fighting front was less 
han 300 miles long. The surplus goods problem of 
he current war therefore will be correspondingly 
rreater and more complex. 

Estimates of the quantity of “surplus” to be dis- 
ised of range from $35 billion to $75 billion. It will 
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take years to finish the job. Meanwhile every industry 
must fight united for protective methods of disposal 
if the most harmless procedures are to prevail. 

Hereby we express our thanks to the Automotive 
Council for War Production for the privilege of re- 
producing this pictorial reel. 


* 
Pumps On Farms Sometime ago the Curtis Pub- 


lishing Company interviewed a total of 1,142 farmers 
and, among other things asked them where they had 
bought the motors for their water pump. It was found 
that 25 percent of the pumps had been bought from 
dealers within five miles of the farm. 37.3 percent 
were obtained from dealers within five to nine miles. 
Only 7.1 percent had been ordered by mail. 

The purchases of nearly two-thirds the total of so 
essential a “major” item of farm equipment FROM 
A NEAR-BY DEALER must be considered as clear 
indication that farmers will buy electric appliances 
and electric farm equipment from local dealers IF 
THE MANUFACTURERS AND WHOLESAL- 
ERS OF SUCH EQUIPMENT HAVE THE 
RIGHT POLICY and create merchandising-minded 
dealer outlets. Obviously this is a tip-off to whole- 
salers who operate in rural areas. 


* 
Turkeys More and bigger turkeys for Thanksgiv- 


ing and Christmas are promised in a recent issue of 

Jusiness Week.” 

To be exact, turkey “output” is expected to ap- 
proach 35,700,000 birds, which would be eight percent 
about 1943 and twenty percent above the 1936-40 
average and which incidentally means approximately 
one turkey for every four of our total population. It 
means also that there will be more turkey for every 
civilian than ever before despite the fact that the 
Army and Navy have called for 35,000,000 pounds 
more than last year. 

Here’s hoping that when 1945 turkey statistics are 
published, and when the 1945 Thanksgiving day 
arrives, we will be able to give thanks for complete 
victory over all our enemies. 
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_ WITH THE 6™ WAR LOAN! 











Official U, S, Marine Corps Photo 


22 Gout Udbdé WUT FRONT!” 


Victory depends upon materials—as well as men! 
To keep our American forces “‘ciosing in” overseas, 
you and every other manufacturer here at home 
must keep on making “Out Front” War Bond Quotas! 


This means action now on every point in the fighting 
8-Point Plan to step up Payroll Deductions. For in- 
stance, have you a 6th War Loan Bond Committee, 
representing labor, management and other important 
groups in your company? Selected Team Captains 
yet—preferably returned 
veterans? If so, have you 
instructed them in sales pro- 
cedure—and given each 
the Treasury Booklet, Get- 
ting the Order? 


How about War Bond quo- 
tas? Each department— 










This is an official t 


and individual—should have one! Assigning respon- 
sibilities is vital, too! Have you appointed enough 
“self-starters” to arrange rallies, competitive prog- 
ress boards and meeting schedules? Are personal 
pledge, order or authorization cards printed, and 
made out in the name of each worker? Planning 
for resolicitation near the end of the drive? Your 
State Payroll Chairman is ready now with a detailed 
Resolicitation Plan. And, have you contracted for 
space in all your regular advertising media to tell 
the War Bond story? 


Your positive Yes to all points in this forward-to- 
victory 8-Point Plan assures your plant meeting an 
“Out Front” Quota in the 6th War Loan—and speeds 
the day of unconditional surrender! 


The Treasury Department acknowledges with 
appreciation the publication of this message by 
ge by 
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S. Treasury advertise ment— prepared under the auspices 
of Treasury Department and War Advertising Council. 
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Big Beam No. 411. Powered by Storage 
Battery, 6V. 26 amp. hour capacity. 
Shown with Big Beam Charger. 


PORTABLE 
ELECTRIC 
HAND 
LAMP 


A 2500 FT. BEAM OR A BRIGHT DIFFUSED LIGHT 


This is, in brief, the story of sturdy, efficient, long-lived Big Beam. 
But the full story is a long one. For Big Beam is at work on thou- 
sands of jobs now— in industry —construction— maintenance—trans- 
portation—on farms— boats—warehouses— mines— railroads — 
wherever work is done its uses are unlimited. 

Big Beam is helping to win the war on all fronts, military and 
industrial—but the time will come when Big Beam will again be 
available for play—sports, hunting, fishing, camping and all civil- 
ian uses. 

This is why Big Beam is a valuable item for you to add to your 
line and push—an item of exceptionally varied uses—sold at 
attractive prices—an item that can be counted on to help swell your 
sales and your profits. Get started with Big Beam NOW! Storage 


battery or dry cell models. Write for catalog and particulars. 
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No. 700 EH with emergency trouble 
lamp, giving double lamp use. Pow- 
ered by 4 No. 6 Dry Cell Batteries 


No. 700—Powered by 4 No. 6 Dry 
Cell Batteries 





No. 1000—-Powered by 9 v. Dry Cell 
Battery 








No. 700D—Dual Head. Powered by 
4 No. 6 Dry Cell Batteries = 
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FOR PRESENT-DAY AND PROPOSED JOBS 





Included in the Jefferson 
Electric Line are types that 
provide in one ballast for 
bringing leads either out 
of both ends or bottom to 
suit the particular installa- 
tion requirements. Instant 
starting Ballasts are avail- 
able for use with two-lamp / 
40-watt sizes of proper é 
characteristics. HIGH PF. 


BALLASTS 


Long-hour operation demands the best in fluor- 
escent lighting and the best in Ballasts. Jefferson 
Electric Ballasts are available for use with all 
commonly used fluorescent lamps and in single- 
and two-lamp types. For full data, see new Bul- 
letin 441-FL. 





JEFFERSON 
TRANSFORMERS 
FOR MERCURY LAMPS 


Correctly designed and co- 
ordinated to govern the cur- 
rent through the starting and 
operating cycles of mercury 
lamps, Jefferson Transform- 
ers meet the most exacting 
requirements. They insure 
maintained high efficiency. 

Tested and approved by 
Electrical Testing Laborator- 
ies of New York, they are 
listed also by Underwriters’ 
Laboratories, Inc., and carry the Underwriters’ 
Re-examination Service Label. Indoor and Out- 
door Transformers are made in all standard capac- 
ities, single- and two-lamp types. 


JEFFERSON 


tT 
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JEFFERSON ELECTRIC 
BALLASTS, TRANSFORMERS, FUSES 


For Marimum Performance 


Given first rank by experienced electrical and maintenance men 
for uniform quality of design and construction, Jefferson Electric 
Transformers, Ballasts, and Fuses invariably are specified when top 
performance is vital. Minimum attention and maintenance, and 
long life reliability mean lower overall cost. 

Jefferson Electric products are handled by leading wholesalers 
for your convenience—specify them when ordering. 


‘TRANSFORMERS for POWER CIRCUITS 

















Eliminate duplicate high and low voltage circuits. Distribute only 
the 230 to 575 volt service—and provide the 115 volt current where 
needed for lamps, small tools and appliances by means of Jefferson 
Electric dry type Power Circuit Transformers. 


ee 
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OURCGE tie hgures we use as basis for these 
nonthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the Bu- 
reau of the Census of the U. S. Dept. of Commerce. 


/ 1944 
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Business Index 
For the Month of August, 1944 


SALES Sales of electrical goods by wholesalers 
throughout the country in August averaged 145 percent 
of the 1939 average monthly sales. This index position 
for wholesalers’ sales was higher than that reached in 
any month since April, 1943, except for March and 
April of this year. As an increase over the July sales 
volume, the August figure far exceeded the gain re- 
ported in August of 1943 or 1942. 

Although a general upswing was reported in the 
average of all business activity during part of the month 
of August, according to Business Week, the percentage 
of increase was far less than that reported by electrical 
wholesalers. It is probable that the August upswing 
occurred because wholesalers had accumulated more 
sizeable inventories during the slump in sales of the 
previous month and were able to make more spot deliv- 
eries when certain cutbacks and contract cancellations 
did not occur because hopes for an early end of the 
European war were fading out. 


INVENTORIES In spite of the large increase 
in sales in August, wholesalers’ inventories for that 
month averaged 85 percent of the 1939 average monthly 
level. This was only 4 points below the record level 
reported in July, and it marked the second successive 
month in which wholesalers’ stocks have been reported 
as higher than at any time since December, 1942. 
Although any reasonably large increase in wholesalers’ 
stocks must await the relaxing of WPB control over 
inventories and a general shift to the production of 
civilian goods, the increases in inventories reported in 
July and August do indicate that the manufacturing 
situation has improved to the extent that rated orders 
are being produced and shipped in quantity to meet 
practically all the legitimate and current war-time needs. 


COLLECTIONS Collection percentages in Au 


gust were at 90 percent, 2 points above the revised 
collection figure for the previous month, and 13 points 
higher than the collection percentage for the same month 
of last year. Accounts receivable were down 5 percent 
from July and down 18 percent from the figure of 
August, 1943. 
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B-R-I-G-H-T 
FROM END TO END 
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SPARKLE /N THE POWDER... 





yy 
ly | The greater the care in selection and compounding of phosphor powders for 
ae 


fluorescent lamps, the greater the brightness from the lamp, and the more 


See-ability the lamp produces in service. 


Westinghouse research engineers found, for example, that foreign substances in a batch 


—just one part in a million—make an appreciable difference in light output. 


To eliminate these impurities, Westinghouse research has devised new and effective purifi- 
cation processes. A carefully planned and meticulously controlled routine of acid washing, 
high-temperature firing, grinding, mixing and blending, assures maximum purity and 


brightness performance in the finished phosphor. 


To give your customers better See-abilitv. recommend bright, long-lasting Westinghouse 
=) A 5) a) z 
Mazda Lamps for every lighting application and installation. Westinghouse Electric & 
I y lg S ap} £ 


Manufacturing Company, Bloomfield, New Jersey. 





SEE-ABILITY FROM THE LAMP 
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Westinghouse 


\ PLANTS IN 25 CITIES OFFICES EVERYWHERE 
——— 


7 
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WESTINGHOUSE PRESENTS JOHN CHARLES THOMAS ¢ SUNDAY 2:30 EWT., N.B.C.  ¢ 
“TOP OF THE EVENING’ ¢ MON. WED. FRI. 10:15 EWT., BLUE NET. 


ovember 1944 — WHOLESALER’S SALESMAN 43 








(14) 
a wis 
Ne | 
hen 
(ie eel 
1\OWA 


NEBRASK \ 


KANSAS 


UKLAHOMA 

















Wuo.esaers Saesmvy BUSINESS INDEX 








REGIONAL ANALYSIS 
LTHOUGH all but 


regions showed sales gains in 


one of the nine geographical 
\ugust when com 
pared with July, the distribution of sales among regions 
varied from 10 points below to 12 points above the 
national figure. 

Sales gains in those regions made up of states pre 
dominantly agricultural were greater than for the 
industrial states, but not to a degree sufficient to be 
considered indicative of any strong buying spurt in 
those areas. Only one of the agricultural regions, the 
South Atlantic States, showed sales far above all other 
regions by reporting a 20 percent gain over July. 

The industrial Pacific States, New England, Middle 
Atlantic and East North Central States showed sales 
above the July level, but not above the national figure 
and not substantial gains considering the severe declines 
reported by these industrial regions in July. 

Inventories in the nine regions were not evenly bal- 
anced when compared to the previous month. It seems 
probable that the sales declines experienced to varying 
degrees by wholesalers in the different regions con- 
tributed to this lack of uniformity in the inventory 
situation. 

When compared with the same month of last year 
and for the second successive month, all but one region 
showed increases in inventories. Two of the regions, 
the East South Central and the West South Central, re- 
ported stocks far ahead of last year with gains of 37 and 
38 percent respectively. At the same time these two 
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AUGUST, 1944 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES INVENTORIES 
August, 1944 August, 1944 
Compared in °%/, | Trading | Compared in %/, 
with Region with 
July, | August, | (See Map)| July, August, 
1944 1943 1944 1943 
108 68 | 96 92 
102 94 2 98 104 
111 113 3 101 113 
100 112 4 99 113 
120 1h 5 93 105 
114 100 6 v4 137 
Iti 109 7 102 138 
98 85 8 98 103 
102 84 9 102 104 
For 
108 98 U.S.A. ag 108 

















groups of states have continued for several months to 
be among the leaders in sales gains over the previous 
months and over the same months of the previous 
year. Since April of this year only the New England 
region has not been able to report wholesalers’ stocks 
equal or better than those held during the same month 
of last year. 
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AIRCRAFT TYPE—INSTANT-LATCH 


POVCM AL 


FIXTURES 


OF THE NEW 


Reflector instantly Released by 
Quarter Turn of ‘‘instant-Latch”’ 


Reflector Fastened Back to Chassis 
by Quarter Turn of ‘‘instant-Latch”’ 





A simple quarter-turn of Mitchell’s new aircraft 
type “Instant-Latch” attaches or releases the 
reflector . . . instantly. No tools needed. This 
“Instant-Latch” is a strong cam-type fastener 


This is only one of the many MITCHELL fea- 
tures that make it easier than ever to install, 
clean and service the new MITCHELITE AIll- 
Steel Industrial Fluorescent Fixtures. 





The new MITCHELITE is available in 2-40 
watt, 3-40 watt and 2-100 watt models... in 
open-end and closed-end types... including new, 
perfected 2-40 watt “Instant-Start” units... with 
choice of Baked Enamel or Porcelain Enamel 


finish. U/L and E.T.L. approved throughout. 


which provides positive tension at all times. No 
amount of vibration will loosen it. All parts 
permanently attached—no fussing with small 
removable parts. No spring to wear out. Two 
such latches are secured on each reflector. 


CLOSED. 
FEATURED ON BOTH OPEN-END — — TYPES 


woe 
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MITCHELITE Accessories provide for every method of mounting or hanging . . . individually or in continuous rows. 


Get full details from your MITCHELL DISTRIBUTOR or 
write for Catalog No. 281 


MITCHELL Wannfacturiug Co. 


2525 Clybourn Avenue Chicago 14, Illinois 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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THE SPERO LINE OF DEPENDABLE ELECTRICAL PRODUCTS 


Illustrated above are many, but not all, of the 
high quality products manufactured by SPERO, 
and available to contractors and dealers—through 
their wholesalers—from ONE RELIABLE SOURCE. 
When you specify SPERO, you are assured 
prompt delivery of dependable equipment, priced 
right. No need to waste time and money shop- 
ping around. These products are available NOW 
—either from stock or from current production. 


Spero products pictured above include: Vapor 
Proof Fixtures (1-8), Outlet boxes and covers (9-14, 
19 and 20), Diecast Sockets (17 and 18), Switch- 
plates (21 and 23), Ground Fittings and Clamps 
(22), Surface Cabinets and Pull Boxes (25 and 
26), Wire Holders (27-31), Floodlighting Equipment 
(16, 24, 32-34), Navy 9-S Fittings and Fixtures 
(35-42), Reflectors (43-51) and Cargo Lights (52) 


Consult your wholesaler or write us direct for full infor- 
mation on SPERO DEPENDABLE ELECTRICAL PRODUCTS. 


Also—FULL RANGE OF INDUSTRIAL, COMMERCIAL AND RESIDENTIAL FLUORESCENTS 


THE SPERO ELECTRIC CORPORATION 


PES ees 8 aes ee & Fee 


CLEVELAND, OHIO 
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RUSSIA 


Threat... or Promise? 





IN this war is ended, two nations—the United 
\\) States and Russia—will possess the bulk of the 
world’s military and industrial might. 

Whether this new situation will hold seeds of catas- 
trophe or of unprecedented opportunity will be deter- 
mined by policies . . . still to be formulated. 

If this concentration of power leads to a bitter strug- 
gle for supremacy, then the world will be turned into a 
giant munitions factory. 

If it is used cooperatively to maintain order, then, I 
believe, the stage is set for a long era of prosperity ... 
and peace. 

It is time that Americans, whether of the Right or the 
Left, face this basic issue squarely and open-mindedly. 


* * & 


No group in this country has a greater stake than 
have business and industry in seeing that a satisfactory 
Russian-American understanding is reached. 

Without such an understanding there can be no rea- 
sonable hope for more than a temporary and insignifi- 
cant reduction of our crushing wartime tax burden. If 
the threat of a clash between these two giants impends, 
neither bankers nor governments will run the risk of 
lending on a scale adequate to maintain international 
trade at levels necessary for our future prosperity. 
Potential international customers, instead of buying 
freely in open world markets, will be forced—as during 
the dangerous period introduced by Hitler in the early 
1930’s—into the trading camp of whichever power they 
fear most. 

If, however, Moscow and Washington will agree on 
cooperative plans for maintaining the peace, American 
business will enjoy enormous new trade opportunities 
after the war. 

* * vv 

Russia, during the three and one-half years since it 
was attacked by Hitler, has conclusively proved to a 
doubting world that it is a top-flight military power. 

Soviet railroads did not break down under the strain 
of war. 

Regions accounting for nearly 70 per cent of Stalin’s 
key industries were engulfed by the invading Nazis, but 
before they fell, Soviet management engineers per- 
formed a near miracle by transplanting entire industries 
a thousand miles to the Urals with the loss of as little 
as four months’ production in many cases. 

Though American planes, trucks, and medical sup- 
plies have been welcomed by Moscow, fairness demands 
the admission that more than 98 per cent of American 
production has not gone to the Russian front. 

Russian planning and Russian equipment won the vic- 
tories of Leningrad, Stalingrad, and the Caucasus. 


¥ b* w 


But these measures of Soviet military strength — 
indicative as they are of an unsuspected economic de- 
velopment—fail to picture in adequate detail the star- 
ting potential of the Russian market after the war. 

Russia, for instance, has two and one-half times the 
area of the United States. 
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It has a population of nearly 200,000,000, and this is 
increasing at the rate of 2,500,000 a year. 

And statistics just released show that Russia has three 
times as many youngsters under 16 as has the United 
States. This is a measure both of war potential and of 
a vast commercial market. 

And remember that in no part of the world before the 
war was per capita production rising as rapidly as in 
the Soviet Union. 

bg Dg * 

German armies occupied a region in Russia roughly 
equivalent to the territory in the United States north 
of Richmond, Virginia, and east of the Mississippi. 

This huge area—with its counterparts of Pittsburgh, 
Buffalo, and Bridgeport; of Illinois corn fields, New 
York dairy farms, and Maine potato harvests—was twice 
subjected to the most withering destruction; first by the 
Russians themselves when they retreated before the 
Germans, and then by the Germans when they with- 
drew before the victorious Russians. 

As a result, 30,000,000 people are in urgent need of 
complete reoutfitting. They need houses and shoe laces, 
trolley cars and baby carriages, tractors and livestock, 
hydroelectric plants and electric light bulbs. 

Many of these needs will be met at home. It is doubt- 
ful, for instance, if Moscow will import cooking utensils 
or sewing machines, for many of Russia’s huge war fac- 
tories can quickly be converted to peacetime production 
of such consumer goods. 

But for the rebuilding and expansion of her industries 
Russia looks to the United States for equipment. 

Soviet representatives already are in this country with 
authority to negotiate for technical men and the equip- 
ment necessary to rebuild the great Donbas coal mines 
according to the most modern American methods. 

It is important to remember that Russia’s whole iron 
and steel industry, its non-ferrous mining and process- 
ing, some of its chemical production, much of its coke 
roasting and gas recovery, practically its entire auto- 
mobile and tractor industry, and the largest of its 
hydroelectric plants, are based on American machinery 
and processes. 

It is known among manufacturers that Russia recently 
has asked for bids on shipbuilding equipment, construc- 
tion and roadbuilding machinery, alloy steels, textile 
machines, plastics, and a long list of rail, air, and water 
transport supplies. 


Ww * w 


The Soviet Union, however, has more than a rehabili- 
tation job on its drawing boards. 

The first Five-Year Plan, which, as we all remember, 
was completed ahead of time in 1932, was devoted almost 
exclusively to heavy industry. Russia set out to build 
for itself the machines and the factories which, in later 
years, could turn out, at home, modern equipment for a 
vast range of light industries. 

Stalin, when he inaugurated the second of his famous 
Five-Year Plans, promised that before it was completed 
Soviet factories would begin to turn out a now of con- 
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sumer goods— ready-made dresses, canned foods, soap, 
cosmetics, shoes, kitchenware, automobiles, telephones, 
and modern houses. 

But, by 1935, Moseow realized that Russia could not 
afford to enjoy such luxuries in the face of growing 
political tension in Europe. So, when the third Five- 
Year Plan was launched, there was no fanfare. Russians 
continued to wear their old clothes, to eat whatever 
simple food was available, and began grimly to build 
the industries which ultimately produced enough tanks, 
planes, and guns to turn the tide of battle at Stalingrad. 

It is characteristic of Moscow that even before the 
last battles with the Nazis are over, Russia is planning 
to pick up its Five-Year Plans where the war had inter- 
rupted them. 

Invitations to participate in a permanent exhibition in 
Moscow already have been mailed to American manu- 
facturers. Soviet officials want their public to see sam- 
ples of our new machine tools, aluminum and alloy 
products, oil-drilling machinery, bulldozers, and prefab- 
ricated kitchen equipment. Russia already is projecting 
specific plans to resume the job (1) of making the coun- 
try an industrial giant comparable to the United States, 
and (2) of making life more pleasant for a long-suffer- 
ing people. 

What is the measure of this postwar market in the 
Soviet Union? 

Some estimates place the total quantity of goods which 
Russia might take from the United States during the 
first two or three years after the war as high as 
$5,000,000,000 a year. Then, as Russian industry is re- 
stored, imports from the United States might taper off 
perhaps to $2,000,000,000 a year. 

Actually, these estimates are far too optimistic, unless 
the United States is prepared (1) to help Russia pay by 
buying vast quantities of Soviet raw materials, and (2) 
to provide large credits to handle the purchases during 
the first few years of rehabilitation. 

The relations of American exporters with Russia dur- 
ing the period covered by the three Five-Year Plans 
have been eminently satisfactory. Moscow has met all 
of its obligations punctually; fifteen years of experience 
have reduced contract forms to the point where they 
cause a minimum of misunderstanding between the 
Russian representatives and the American producers; 
individual American companies with extensive prewar 
experience in handling Soviet business already are of- 
fering large credits on initial postwar orders though 
these may yet be replaced by large government credits 
at lower interest rates, 

But the volume of trade with Russia after the war 
hinges upon Moscow’s ability to pay. Never before the 
war did the United States buy more than $30,000,000 
of goods a year from Russia. As late as 1938, Soviet ex- 
ports to this country amounted to as little as $23,500,000, 
far less than enough to pay even the service charges on 
the credits which would have to be extended in con- 
nection with exports of several billion dollars a year. 
Only South Africa produces more new gold each year 
than the Soviet Union. But the United States does not 
want gold; more of it would only complicate the prob- 
lem of controlling prices here. 

If the United States, however, is to achieve, after the 
war, the high level of national income which is neces- 
sary (1) to keep our expanded factories in operation, 
and (2) to service the national debt, it might absorb 
from $90,000,000 to $100,000,000 a year of the kind of 
goods bought from Russia before the war—furs, timber, 


manganese, chromium, and handicrafts. But unless this 
volume of purchases from Russia can be boosted by an- 
other $50,000,000 annually, credits of the size necessary 
to fill immediate Russian needs could not be serviced 
without large supplemental importations of undesirable 
gold. 

The nub of the situation is that Russia offers an ex- 
traordinary potential market particularly for our heavy 
industries which have grown so enormously during the 
war. But if this sales outlet is to materialize, then the 
United States must find a way to import from Russia 
(or from Russia’s debtors if any) from ten to twenty 
times as much as we did before the war. Instead of 
merely going after the export business, American busi- 
nessmen must explore with the Russians the possibility 
of buying bigger supplies of Soviet products. 


* * * 


But more than the Russian market itself hinges upon 
sound cooperative action by the world’s two leading 
military-industrial nations. 

If trade between them is held to a minimum and if 
relations are strained, the flow of ‘trade all over the 
world will be adversely affected. 

Europe, long this country’s biggest export outlet, cer- 
tainly will never take the bold steps necessary to re- 
constitute its economy on a peacetime basis if Russia 
and the United States drift into a race for military 
supremacy. 

The Balkan states, which may be industrialized by 
Moscow in order to reduce their dependence on Ger- 
many, and the Arab world with its huge need for 
transportation, irrigation, and sanitation, will not dare 
accept American credits or make big contracts with 
American engineers if Moscow frowns on the deals. 

And refusal of Russia and the United States to work 
cooperatively to maintain the peace would kill, in their 
present embryonic stage, all dreams of a vast indus- 
trialization program for China. 


Ps ba Ss 


The opportunity to make a major change in the trade 
map of the world and at the same time to achieve a 
sharp rise in our own standard of living is before us. 

It demands of American business leaders the kind of 
boldness and imagination that their predecessors dis- 
played when they pioneered this country’s unknown 
West. 

It demands realistic action by men who know that the 
solution to this country’s real foreign trade problem 
under today’s conditions lies in boosting imports not 
exports alone .. . men who are not afraid of being paid 
for what they sell. 

It calls for leaders who will approach Moscow and 
other major customers at once with constructive plans 
that would parallel in scope those on which this country 
is waging war ... leaders who will make it clear at the 
outset that this bid for cooperative action emphatically 
demands that each nation shall have complete freedom 
to determine its internal political and economic organi- 
zation without interference from the other. 

It is this caliber of leadership upon which our future 
hinges, 


President McGraw-Hill Publishing Company, Inc. 
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ANSWERS EVERY FITTING REQUIREMENT 


Appleton “Unilets”’ help you do better wiring jobs faster. 
They offer precisely the right size and type for every fit- 
ting need—from the smallest sizes to the big moguls. They 
will not break, even under extreme temperature variation, 
because they are built from light, strong MALLEABLE IRON; 
made to exacting specifications in Appleton’s own foundries. 
Wiring spaces are ample in all “Unilets’’; surfaces are 
smooth, and free from holes, blemishes and gating marks. 
“Unilets” of practically all types are made for use either with 
rigid or thin-wall conduit; and all threaded types in 
’%" to 2” sizes can be used with thin-wall conduit by 
means of Appleton Quick Adapters. 
The complete Appleton line —15,000 distinct sizes 
and types of fittings and fixtures—is the result of 41 
years of leadership in skilled engineering, practical 
design and careful workmanship. Appleton service 
is as dependable as the line is complete. 
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CONDUIT FITTINGS @© OUTLET AND SWITCH BOXES @ EXPLOSION-PROOF FITTINGS e@ REELITES 


Jobs run smoother and better work results when Appleton 
fittings and fixures are used. Time and energy are saved. 
Recommend the best to help your customers get the best 
wiring results: Appleton — ‘Standard for Better Wiring.’ 


Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue + DETROIT, 731 
Woodward Avenve « CLEVELAND, 1836 Euclid Avenue + SAN 
FRANCISCO, 655 Minna Street * ST LOUIS, 420 Frisco Bldg. * LOS 
ANGELES, 100 North Santa Fe Avenue « ATLANTA, 175 Luckie 
Street, N. W « BIRMINGHAM, 6 N. Twenty-first Street + MIN 
NEAPOLIS, 305 Fifth Street, S. « PITTSBURGH, 418 Bessemer Bidg 


Resident Representatives: Baltimore, Boston, Cincinnati, 
Dallas, Denver, Kansas City, Milwaukee, New Haven, New 
Orleans, Philadelphia, Seattle 
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PUSH SWITCH (2 FS P) GLE SWITCH COVER 
Stamped STEEL. For KXillark (FST) Cast metal. Push 
“FS” and “FD” © gang ree ~ aie” Vellumoid 
flush switeh fittipds. Avail- } a oe § -— any type 
able in 136” oF 15” recep- oggle switch. 





tacle opening 
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VAPOR-TIGHT| LIGHT FIX- 
TURE (V) Confplete with shal- 
low reflector and}60, 100, 





150 or 


200 bulb. Also| available with 
standard dome jand angle re- 
flectors 


ELECTROLET (OTB) for 
threadiess heavy-wall and 
thin-wall conduit. Cadmium 
plated malleable iron. Fiat 
back, no serew lugs. For 
“O"’ Series covers and re- 
ceptacle. Available in vari- 
ous back and side hub ar- 
rangements. 


SERVICE ENTRANCE 
CABLE FITTING (CFBS) 
or CFB) for oval or round 
cables. For armored types 
SD and SE and wnarmored 
type SE cables. Weather- 
proef, corrosion and rust- 
resistant cadmium-plated 
malleable iron. 





VAPOR-TIGHT JUNCTION 
BOX (VLJ)—WITH LUGS. 
Water tight. Cast with four 
side bosses, blank—or drilled 
and tapped for '", 3%” or 1” 
conduit. Single and multiple 
hub arrangements. 


FLANGED ENTRANCE FIiT.- 
TING (FKB). Weatherproofed 
and rust and corrosion resist- 
ant tough Killark Process iron. 
Cimplete with insulator and 
three aalvanized wood-screws. 





Shown here are but a few of the thousands 
of units in the Killark Line. If you have no 
Killark Catalog, or if yours is incomplete, 
write for one now. 






Arancnts: Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, 
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NEMA to Promote Electrical Age 


Elects A. €. Streamer President 


Members endorse 


“Declaration of Interdependence,” 


promise pro- 


motion through employees, at annual meeting. Westinghouse vice- 


president gets presidency. Speakers visualize large post-war market 


NATIONWIDE program to stim- 
benefits to be 


ulate interest in the 
derived from electrical living through 
use of electrical appliances and equip- 
ment, was promised by the members 
of the National Electrical Manufac- 
turers Association at its annual meet- 
ing, held at New York’s Waldorf- 
Astoria Hotel the week of October 23. 
Several hundred thousand employees 
of member companies will be asked 
to take part in this program on a vol- 
untary basis, according to N. J. Mac- 
Donald, vice-president of Thomas & 
Betts Co., Elizabeth, N. J., who was 
chairman of the session at which mem- 
bers of the association endorsed the 
program. 

The plan was inaugurated following 
the adoption of a “Declaration of Elec- 
trical Interdependence” in which the 
association reafiirmed its obligation to 
the American public “to use the great 
power of electricity to make living and 
working conditions better, healthier 
and happier.” ’ 


See Sales Volume Doubled 


The estimated $150,000,000 market 
for electrical equipment which is ex- 
pected to develop in connection with 
repair and remodeling of homes after 
the war, can be doubled by concerted 
efforts of appliance and _ electrical 
equipment manufacturers, according 
to J. K. Proteat, manager of the range 
and electric water heater division of 
the General Electric Company, who 
spoke to the NEMA members at the 
Wednesday meeting. He based his 
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estimate on the possibility of selling 
the American people the benefits of 
the “adequately electrified home” in 
which the electric wiring job will rep- 
resent 3 per cent of the cost of the 
home instead of the highly inadequate 
1.5 percent, that has been considered 
“normal” in the past. 
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“DECLARATION OF INTERDEPENDENCE,” 





A.C. Streamer Elected President 


At the Thursday meeting, members 
elected A. C. Streamer, vice-president 
of the Westinghouse Electric & Man- 
ufacturing Co., Pittsburgh, Pa., as 
president of the association for the 
coming year. He succeeds Leonard 
Kebler, chairman of the board of the 
Ward-Leonard Electric Co., Mt. Ver- 
non, N. Y. 


In a statement issued after his elec- 
tion, Mr. Streamer said: “The Na- 
tional Electrical Manufacturers Asso- 
ciation, with its 444 member com- 
panies, representing all phases of the 
wide-flung activities of the electrical 
manufacturing industry, still realizes 
that its number one task is meeting 
the demands of the armed services and 
dedicates itself to that purpose 


‘The past four days of the annual 
meeting of NEMA, however, have em- 
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in which members of 


NEMA reaffirmed their obligation to provide better living through elec- 


tricity, is signed by Leonard Kebler, 
annual meeting. 


NEMA president at the association’s 
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200 bulb. Also} available with ELECTROLET (OTB) for 
SERVICE ENTRANCE standard dome jand angle re- threadiess heavy-wall and 
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or CFB) for oval or round 
cables. 
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type SE cables. Weather- 
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plated malleable iron. Flat 
back, no screw lugs. For 
“O’’ Series covers and re- 
eeptacle. Available in vari- 
ous back and side hub ar- 
rangements. 


For armored types 









VAPOR-TIGHT JUNCTION 
BOX (VLJ)—WITH LUGS. 
Water tight. Cast with four 
side bosses, blank—or drilled 
and tapped for '/2”, %4” or 1” 
conduit. Single and multiple 
hub arrangements. 


FLANGED ENTRANCE FiIT- 
TING (FKB). Weatherproofed 
and rust and corrosion resist- 
ant tough Killark Process iron. 
Complete with insulator and 
three galvanized wood-screws 





Shown here are but a few of the thousands 
of units in the Killark Line. If you have no 
Killark Catalog, or if yours is incomplete, 
write for one now. 
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NEMA to Promote Electrical Age 


Elects A. C. Streamer President 


Members endorse 


“Declaration of Interdependence,” 


promise pro- 


motion through employees, at annual meeting. Westinghouse vice- 


president gets presidency. Speakers visualize large post-war market 


NATIONWIDE program to stim- 


ulate interest in the benefits to be 


derived from electrical living through 
lectrical appliances and equip- 
ment, was promised by the members 
of the National Electrical Manufac- 
turers Association at its annual meet- 
ing, held at New York’s Waldorf- 
\storia Hotel the week of October 23. 
Several hundred thousand employees 
of member companies will be asked 
to take part in this program on a vol- 
untary basis, according to N. J. Mac- 
Donald, vice-president of Thomas & 
Betts Co., Elizabeth, N. J., who was 
chairman of the session at which mem 
bers of the association endorsed the 


use of e 


program. 

The plan was inaugurated following 
the adoption of a “Declaration of Elec- 
trical Interdependence” in which the 
association reaffirmed its obligation to 
the American public “to use the great 
power of electricity to make living and 
working conditions better, healthier 
and happier.” 


See Sales Volume Doubled 


The estimated $150,000,000 market 
for electrical equipment which is ex- 
pected to develop in connection with 
repair and remodeling of homes after 
the war, can be doubled by concerted 
efforts of appliance and _ electrical 
equipment manufacturers, according 
to J. K. Proteat, manager of the range 
and electric water heater division of 
the General Electric Company, who 
spoke to the NEMA members at the 
Wednesday meeting. He based his 
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estimate on the possibility of selling 
the American people the benefits of 
the “adequately electrified home” in 
which the electric wiring job will rep- 
resent 3 per cent of the cost of the 
home instead of the highly inadequate 
1.5 percent, that has been considered 
“normal” in the past. 











A.C. Streamer Elected President 


At the Thursday meeting, members 
elected A. C. Streamer, vice-president 
of the Westinghouse Electric & Man- 
ufacturing Co., Pittsburgh, Pa., as 
president of the association for the 
coming year. He succeeds Leonard 
Kebler, chairman of the board of the 
Ward-Leonard Electric Co., Mt. Ver- 
non, N. Y. 

In a statement issued after his elec- 
tion, Mr. Streamer said: “The Na- 
tional Electrical Manufacturers Asso- 
ciation, with its 444 member com- 
panies, representing all phases of the 
wide-flung activities of the electrical 
manufacturing industry, still realizes 
that its number one task is meeting 
the demands of the armed services and 
dedicates itself to that purpose. 


‘The past four days of the annual 
meeting of NEMA, however, have em- 
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A “DECLARATION OF INTERDEPENDENCE,” in which members of 
NEMA reaffirmed their obligation to provide better living through elec- 


tricity, is signed by Leonard Kebler, 
annual meeting. 


NEMA president at the association’s 
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in meeting fuel shortage problems. for quick help in selecting...ordering... 
First! A complete line of Westinghouse Electric Heating applying heating units 
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Second: The distributor’s own ““how-to-do-it” ability, com- seuttcuten telacmuion ene eoeniianl latietente 
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heating applications. strip heaters, finned heaters, cartridge heaters, im- 
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tables, ovens and similar uses; cartridge heaters and immersion tributor for your copy, 
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or write Westinghouse 
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phasized in a truly remarkable fashion 
the fact that as these demands taper 
off, the industry has another obligation 
to the public, namely, towards contrib- 
uting to that high level of employment 
necessary to maintain our economy.” 

Long active in NEMA affairs, Mr. 
Streamer has been associated with 
Westinghouse since 1907, the year he 
graduated from the University of Col- 
orado with a B.S. in Engineering. He 
progressed from technical apprentice 
in 1907 to manager of the switchgear 
division, 1936-39; general manager of 
the Pittsburgh division, 1939-43, and 
vice-president and also assistant to the 
president since 1941. 


Honor “50-Year Men” 


Five industrialists who have com- 
pleted fifty years each in the electrical 
manufacturing field were presented with 
the NEMA “Certificate of Recogni- 
tion” at the Annual Association Lunch- 
eon on Wednesday. Because of illness, 
two of the fifty-vear men, Godfrey H. 
\tkin, special representative of the 
Electric Storage Battery Co., and 
W. I. Patterson, president of the Steel 
City Electric Company, were repre- 
sented by proxies. The three men who 
received their certificates in person 
from Leonard Kebler, president of 
NEMA, were: J. B. Wantz, Chicago, 
vice-president of General Electric X- 
Ray Corp.; Arnold H. Friend, Chi- 
cago, treasurer of the M. B. Austin 
Company: and E. H. Hammond, Phil- 
lipsdale, R. 1., vice-president and gen- 
eral sales manager of the Kennecott 
Wire and Cable Co. 

Mr. Wantz was a pioneer in the 
design and manufacture of many elec- 
trical devices in the medical field. In 
1940 he was named by NEMA as one 
of the “Modern Pioneers.” Arnold H. 
Friend started as an office boy with 
M. B. Austin in 1893, later traveled 
extensively and became sales manager 
of the M. B. Austin Company. In 1937 
he was elected treasurer in addition 





NEW PRESIDENT of NEMA is 
A. C. Streamer. He is well known as 
vice-president of Westinghouse Elec. 
&@ Mfg. Co., has been on NEMA 


committees. 


to his job as sales manager. 

Godfrey H. Atkin has been with the 
Electric Storage Battery Company 
since 1902. Before that he worked 
for the Thomson-Huston Company, 
General Electric Company, Electric 
Vehicle Company and the Woods Mo- 
tor Vehicle Company. W. I. Patterson 
started in business in 1894 with Adolph 
K, Springer as electrical contractors 
in Pittsburgh. He has been president 
of the company since its inception. 

EK. H. Hammond started with the 
\merican Electrical Works in 1894, 
and stayed with the company when it 
became the Kennecott Wire and Cable 
Company in 1935. In that year he was 
made vice-president and general sales 
manager. 

Vice-presidents selected by NEMA 
were C. W. Higbee, manager of the 
wire and cable department, U. S. Rub- 
ber Co., New York; E. A. Williford, 
general sales manager of the carbon 
products division, National Carbon 
Co., New York: R. L. White, presi- 





HONORED BY NEMA for fifty years or more service to the electrical 
industry, are: left, Arnold H. Friend; right, J. B. Wantz; center photo, left, 
E. H. Hammond, who is standing beside Leonard Kebler as citation is read. 
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RETIRING PRESIDENT of NEMA, 
Leonard Kebler, right, receives humi- 
dor from NEMA members through 
Charles E. Swartzbaugh. 


dent of Landers, Frary and Clark, 
New Britain, Conn.; R. W. Turnbull, 
president of Edison General Electric 
\ppliance Co., In Chicago, and 
W. C. Johnson, vice-president of the 
\llis-Chalmers Mfg. Co., Milwaukee, 
Wis. 

Elected treasurer for NEMA was 
R. S. Edwards, president of Edwards 
& Co., Inc., Norwalk, Conn. Named 
to the Officers Committee as repre 
sentatives of the Board were FE. O 
Shreve, vice-president of General 
Electric Co., Schenectady, and C. L. 
Collens, president of The Reliance 
Electric & Engineering Co., Cleveland, 
Ohio. 

Six new members elected to the 
Board of Governors were R,. S. Ed- 
wards, Norwalk, Conn., president of 
Edwards and Co., Inc.; A. H. Feibel, 
Covington, Ky., president of Kelley- 
Koett Manufacturing Co.; L. G. Hall, 
St. Mary’s, Pa., president of the Stack 
pole Carbon Co.; Whipple Jacobs, 
Chicago, president of the Belden Man 
ufacturing Co.; Walter E. Poor, Sa 
lem, Mass., president of Sylvania Elec 
tric Products, Inc., and R. R. Titus, 
Oaks, Pa., president of the Synthane 
Corporation. 


Radio Production 
For War Increases 


\ 13 percent increase in production 
of radio-electronic products is neces- 
sary for the remainder of this year, to 
meet war schedules, the Radio Manu- 
facturers Association has been advised 
by the director of WPB Radio and 
Radar Division. 

“A terrific production job remains 
to be done,” he said, and expressed 
hope that recent discussion of recon- 
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version plans had not led to the belief 
that a letup in war output was pos- 
sible. He asserted that all production 
facilities of radio-electronic companies 
would be needed at full capacity until 
Germany is defeated. 

After that he expected that 73” 
percent of the peak production would 
be required for the war against Japan. 
He explained that, while there would 
be substantial cutbacks when Germany 
is defeated, the production of some 
items would actually increase for the 
Japanese war. 

As for the remainder of the produc- 
tion facilities, the director said that 
WPB plans to leave the field “wide 
open” for civilian production. 


Electronic Parts Group 
Studies Post-War Markets 


Parts manufacturers, distributors and representatives con- 


vene in Chicago, discuss plans, show no products. Group 


hears W. R. G. Baker, industry leaders, government officials 


LECTRONIC parts and equipment 
manufacturers, distributors and 
manufacturers’ representatives gath- 
ered in great numbers in Chicago, Oc- 
tober 19 to 21, for the Electronic Parts 








MORE FLOOR SPACE for the Incandescent Supply Co., San Francisco, 
has been obtained at its new location at 736 Mission Street, where it now has 
five floors. Above is the main floor with fixture display on the left and sup- 
plies open stock and city counter at the right. 





UNDER A DISPLAY of their fluorescent line, Monroe Wimmer, left, Her- 
bert Smith, center, and J. D. McHale of the Scranton (Pa.) Electric Supply 
Co., pose for the WHOLESALER’S SALESMAN reporter-cameraman. 
Company has developed good sales volume on maintenance and repair sup- 
plies, is looking hopefully for the return of contractor business. 
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and Equipment Industry Conference at 
the Hotel Stevens. The attendance was 
far above that expected. 

An atmosphere pregnant with post- 
war plans and policies surrounded the 
“conference booths” that themselves 
were starkly barren of all merchandise. 
Those who had attended previous 
RMA meetings could not help but con- 
trast the empty booths with their mem- 
ories of pre-war displays of merchan- 
dise. 

Distributors were very active in try- 
ing to make new contacts. Manufac- 
turers, during the first day or so, were 
busy making explanations and excuses 
for the lack of merchandise, but later 
expressed agreement that the “show” 
had provided valuable opportunities for 
re-establishing good relationships with 
old distributors and planning for fu- 
ture sales work. 

Toward the end of the meeting, con- 
ferences and conversations relating to 
the future policies of this multi-million 
dollar industry began to be intermin- 
gled with complaints of sore feet and 
wearying underpinning because of the 
distances necessary to cover in order 
to find specific persons in the world’s 
largest hotel. 


Conferences and All-Industry Meetings 

Two all-industry meetings on Satur- 
day climaxed the affair. They followed 
an all-industry luncheon meeting on 
Thursday, an afternoon of conference 
periods the same day, special meetings 
on Friday for registered manufactur- 
ers, registered distributors and regis- 
tered representatives. 

At the all-industry meeting on Sat- 
urday morning, members and guests 
heard: William O. Schoning, president 
of the Lukko Sales Corporation, speak 
on “The Parts Jobber”; John Creutz, 
of WPB, on “The Radio-Radar Di- 
vision of WPB”; R. C. Sprague, presi- 
dent of Sprague Products Company, on 
“What’s Ahead in the Radio Indus 
try”; and Whipple Jacobs, president of 
the Belden Manufacturing Company, 
on “Your Responsibility under Free 
Enterprise.” 

The all-industry luncheon that closed 
the convention was addressed by 

(Continued on page 85) 
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Nalesmen Can Make Wiring Materials 
Nelling Tomorrow's Tremendous 


Lighting is BIG business today—will be bigger tomorrow—and a forthright 


and determined selling job on lamps and lighting equipment must include a 


wholly new or modernized wiring installation if the salesman is really on his toes 





Hl military command, “As you 
were” does not suit the lighting 
business. It did not apply to 
the business of industrial lighting 
when the emergencies of 
manded 


war de- 
utmost production and 
keenest vision, nor will it apply to 
any of the lighting markets in the 
post-war years if we make it our 
business to help lighting grow from 
adolescence to maturity ! 

lighting depends 
greatly upon the interest and the 
efforts of the leaders of the electri- 
cal industry and upon the friends 
and executives whom we can influ- 


Tomorrow’s 


ence. Both financially and sociologi 
cally it then becomes our business 





An office, 85 by 18 feet with a 10 foot ceiling, was well lighted 
with this arrangement of two rows of individual fixtures, 
evenly spaced, maintaining 25 footcandles of light at the 
working level. Curtis photo. 
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and our responsibility to carry light- 
ing on to its legitimate maturity. 

In a broader sense lighting is 
your business and my business be- 
cause it is interlocked with almost 
all other electrical developments. It 
was the first business of the electric 
lighting companies. It 
more than one and a half billion 
dollars annually in and 
equipment. It is one of the quick- 


represents 
power 


est and most responsive businesses 
likely to revive and respond to the 
peace-time dreams and wants of all 
classes of customers. 

When in a few short months our 
national income expressed in dol- 
lars has more than doubled, can we 











doubt that the business of lighting 
will grow correspondingly’ If, as 
has been true, the levels of illumina- 
tion in large industrial plants 
(about the time of Pearl Harbor) 
suddenly grew from an average of 
10 footcandles to 50, need we hesi- 
tate to expect a similar acceptance 
of ‘‘see-ability” lighting in peace- 
time factories as well as all other 
work places? If, as is true, one out 
of every 5 men inducted into mili- 
tary service was found unfit to bear 
arms for his country because of 
defective eyesight, can we hesitate 
to proclaim that the poor lighting 
of the recent generations must not 


be permitted to continue unim- 


- 


For this particular floor arrangement of semi-private offices, 
continuous rows of fluorescent fixtures were suggested to 
provide adequate lighting to each individual desk worker. 


Solar Light Co. photo. 
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Nales Soar 


Lighting Market 


By Samuel G. Hibben 








Show windows can be lighted adequately with the use of fluorescent fixtures 
installed within the windows, supplemented by overhead fixtures in the entrance 
of store. Guth photo. 


proved, lest in the too-near future 
we become a half blind race? 

No, | am sure no one doubts the 
importance of lighting—but I won- 
der whether we have fully recog- 
nized its business potentialities. 

In these United States there are 
2,100,000 business 
establishments including retail stores 
and 


approximatels 


distribution 
cerns, or roughly one business for 
every 70. Americans. Nearly all of 
these use light but relatively few of 
them sell light. They do, however, 
compete with you for the custom- 
er’s dollar. 


wholesale con- 


Even though there is more of an 
actual demand for good lighting 
than for many other commodities, 
and even though nearly every citi- 
zen uses some light more or less, 
yet under the highly competitive 


selling of the near future he may 
unhappily use less rather than more. 
That. is, unless the lighting frater- 
nity does a steady, enthusiastic, forth- 
right and determined selling job! 
Lighting then must be sold, even 
though it is generally 
Lighting education, therefore, is 
your business and mine also because 
from now on our problem is how to 
tell the customer what to do, or how 
to make it natural and easy for him 
to buy better lighting. 

Before we plan our post-war 
lighting activities in any detail, let 
us look at the business in a broad 
panorama but in which the three 
components are analyzed, namely: 
1. Electric Power. 2. Lighting Fix- 
tures and Accessories. 3. Electric 
Lamps or Bulbs. To begin with— 
and in terms of dollars worth of 
annual business—the electric power 


wanted. 
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represents roughly 65 percent of the 


total ; lighting equipment 23 percent 
and lamps or light sources 12 per- 
cent. 

Looking first at the fluorescent 
and filament lamp bulbs 
we see some interesting changes. 
From its introduction in 1938 the 
fluorescent lamp demand in_ the 
United States grew to about 20,- 
000,000 in 1941 and will closely ap- 
proach 40,000,000 units by the end 
of 1944. In 1941 and 1942 the addi- 


tion of new outlets nearly equaled 


types of 


the (lamp) business represented by 
Nat- 
urally that picture changes because 
in the recent months the new fluo- 


replacements or burn-outs. 


rescent outlets or pairs of sockets 
scarcely exceed 4,000,000 annually 
and hence the current lamp business 
is quite largely replacements. This 
we think will continue until the end 
of the Pacific war, which for sake 
of orientation we may place at the 
end of 1945. 

Regardless of the exact date, a 
careful that al- 
though replacements (burn-outs) of 


analysis indicates 
fluorescent lamps may decrease to 
perhaps 30,000,000 units annually, 
yet nevertheless the rapid post-war 
expansion of new installations, par- 
ticularly in the commercial fields, 
will more than counter-balance this 
shrinkage and we will be left with 
a net growth in sales volume of 
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To provide 70 footcandles of selling light in the display room of this light and 
power company, recessed troffers with flush hinged glass panels were mounted 
in the 12 foot plaster ceiling. Guth photo. 


fluorescent lamps themselves. 
cifically the upward slope of 


Spe 
the 
demand curve seems likely to be just 
about as steep between 1945 
1948 as it was between 1940 
1943. If so the country-wide vol- 
ume of business will just about dou- 
ble in the first four post-war years 
—may reach 80,000,000 lamps annu- 
ally. It may be well to temper this 
estimate somewhat, because past ex- 
perience indicates that for each pair 
of sockets there is one replacement 
lamp annually—a figure that will 
shrink as improved quality increases 
lamp life, and as night shifts are 
shortened. 


and 
and 


[f we make lighting our business 
we are entitled to take pride in the 
fact that fluorescent lighting is a 
remarkable bargain! Were we to 
represent the cost of fluorescent 
lighting in 1939 as being 100 per- 
cent (taking as a basis the overall 
1,000,000 lumen-hours of 
light) we would be surprised to find 
that today this overall cost would 
be less than 30 percent of what it 


was five years ago! 


cost of 


Can our cus 
tomer find this economy or price 
benefit in anything else he buys to- 
day—clothing, food, transportation 
or amusement ? 

When the log-jam of pent-up de 
mand for fluorescent lighting in 
stores and offices breaks, and when 
upon it will be slowly superimposed 
the rising tide of fluorescent usage 
in residences, there may be a 
slightly lessened demand for the 
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conventional type of incandescent 
filament lamps. A lessening of mil- 
itary uses and a decrease in indus- 
trial night-shift burning hours will, 
we expect, reduce the present annual 
large incandescent lamp demand 
from approximately 740,000,000 
units, to perhaps 650,000,000 in 
about 1946. Shortly thereafter, 
however, it is reasonable to expect 
that filament types of lamps will 
come back to their present annual 
volume. 

In millions of dollars the lamp 
business is good business! It has 
grown from $70,000,000 in 1938 to 
$150,000,000 today and may be ex- 


pected to exceed $160,000,000 with 
in the next five years. 
Fixtures Sales Should Soar 

Wherever we find post-war plan- 
ning, we find an interest in tomor- 
rows dream 
enough, these could al- 
most all be were Mrs. 
America able to have and use sim- 
ply the better grade of electrical 
servants and electrical conveniences 
that extant before this war! 
Dream exuberantly 


home. Strangely 
“dreams” 


satisfied 


were 
surely! Imag 
ination can keep this business dy- 
namic! But don’t await some future 
invention to end all inventions, be- 
fore training 2 od sales clerks! 

It has been estimated that begin- 
ning as soon as materials are re- 
leased there will be better than one- 
third of a million new residences 
built annually in this country and 
that within five years this new con- 
struction will rise to 1,000,000 hous- 
ing units annually. These will be 
added to the 28,000,000 wired homes 
in the United States today. And of 
these 28,000,000 one-half are 40 
years old —or more —already, so 
need to have their “faces lifted,” 
electrically. Surely they need re- 
wiring, and modern lighting fix- 
tures. The cost of lighting fixtures 
is in the neighborhood of $50 per 
home made up of 15 fixtures at the 
customer’s price averaging 
$3.25 each. 

Tomorrow’s residence lighting in 
the $5,000 and upward class may 


some 


change considerably as regards dol- 


SS ae 
e077 ~~ 


Thirteen fluorescent units, set on 10146 foot centers, delivered thirty-five 
footcandles of light over the entire counter area at the wall cases and in the 
center of this general merchandise store. Guth photo. 
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lar value since the fluorescent fix- 


tures will average more nearly $10 


each. It is the expectation that 
through education and inspired by 
the hopes of better living conditions 
the 
dential lighting equipment market 
will rapidly develop from its pres 
ent position of approximately $50,- 
000,000 annually to $150,000,000 
within 5 years after the end of Eu- 
ropean 


and better home lighting, resi- 


hostilities, if we include 
portable luminaires. 

As an evidence of the importance 
of making a study of our lighting 
business may I here point out that 
portable lamps, both floor and table 
models, have and will continue to 
play an important part in 
lighting. In normal times nearly 
30,000,000 portables are sold annu- 
ally at an average (consumer's) 
price of $3.00 each. In the pre-war 
market this represented a business 
of $90,000,000 annually. “How,” 
asks the electrical wholesaler, 


home 


“can 
I guide and develop this stupendous 
market ?”’. It cries aloud for guid- 
ance. When the lighting expert 
visits the usual retail lamp depart- 
ment he closes his eyes and shudders. 

In the industrial lighting field the 
picture is not very bright—not at 
least right away. Prebably $80,- 
000,000 of lighting equipment was 
purchased for war industries each 
year between 1941 and 1943 but for 
the next couple of years I would 
be surprised if this volume exceeded 


$20,000,000 annually. Perhaps in- 


This fluorescent installation of rows of troffers on 6 foot centers in the college 
library, 75 by 34 feet with 141% foot ceiling, helps to relieve eyestrain for the 


college student. Miller photo. 


dustrial lighting will not be exactly 
“juicy” if it be in small bits here 
and there throughout the reconver- 
sion years. Whatever there is will 
certainly be with fluorescent equip- 
ment in the majority, supplemented 
in a gradually increasing volume 
with the more efficient high intensity 
mercury lamps. There is no imme- 
diate prospect of substantially larger 
nor substantially more efficient fluo- 
rescent lamps but there are good 
prospects for reductions of main- 
tenance cost of fluorescent lighting, 
and through the use of larger watt- 
age mercury lamps with upward of 
65 lumens per watt (the 1000 watt 
Mazda filament lamp is 21; the 100 


To add eye-appeal to material displayed as shown above in a department 
store 35 by 60 feet, four 40-watt white fluorescent lamps were installed, 
producing thirty footcandles at the counter level. Guth photo. 
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Mazda 
lumens per watt). 


watt fluorescent 


lamp, 42 


Sales Boom in Commercial Units 


If the industrial lighting business 
is prone to shrink, surely the com- 
mercial lighting will ex- 
pand remarkably. Today its lowest 


business 


point is on the order of some $15,- 
000,000 annually but at the end of 
the first five years of peace we ex- 
pect that commercial lighting equip- 
ment will reach an annual sales 
volume of nearly $100,000,000. 

A summary of these figures ex- 
clusive of the electric power but 
including lamp bulbs, i.e., the part 
in which the electrical wholesaler is 
primarily interested —then shows 
the following: Adding together the 
dollar volume of business in all of 
the three major markets mentioned, 
plus a fair amount represented in 
the miscellaneous market, brings us 
to a grand total of the United 
States of approximately $320,000,- 
000 today. This may shrink a trifle 
in the next year or two but it is 
estimated that in 1946 it will still 
represent $350,000,000 annually and 
by 1948 it may logically exceed 
$500,000,000. 

Today industrial lighting repre- 
sents roughly 21 percent of the total 
dollar volume; may 
represent little more than 5 percent. 
Lamps or light sources which today 
represent 37 percent will change but 
little. However, note carefully that 
today’s residential lighting business 
estimated at 12 percent of the total 


tomorrow it 
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ORDERS POURING IN/ 


Overwhelming 
TRADE 
ACCEPTANCE 


FACTORY FACILITIES 
ARE TAKING CARE OF THEM 


Listed and Approved 
by Underwriters’ Labo- 
ratories, Inc 


Submitted to Electrical 
Testing Laboratories, 
Inc., for certification 


IN THE NEW 
RED PLASTIC 
CAN 


LLOYD PRODUCTS COMPANY 
Dep't. WS-I PROVIDENCE 5, R..I. 


Representatives in 23 Leading Cities. Export Office 13 E. 40th St., N. Y. C. 
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may easily be 30 percent tomorrow 
and the 2 percent of the 
business represented by commercial 
lighting today can be expected to 
grow to 22 percent tomorrow. 
Such figures direct our attention 
to the importance of the 
and commercial lighting 


likewise 


residential 
fields, not 
the others but 
as the ones where the cooperation 
of equipment manufacturers and 
public utility business departments 
will be first and most ardent. 


to the exclusion of 


As long as we are making lighting 


our business we must not fail to 
plan for the adequate wiring that 
will make these electrical dreams 


come true. 

Every prospect for the future en- 
visions wattage 
especially for heavy duty appliances 
operating at heavy peak demands 


heavier demands, 


for short times, and every thinking 
person realizes that insufficient cop- 
per going into walls and insufficient 
outlets or control points will handi- 
cap electrical usage and in turn elec- 
trical sales for the life of the struc- 
ture. In tomorrow’s market, then, 
almost everything can expand and 
grow in a healthy way except the 
interior wiring—this alone is prac- 
tically unchangeable once installed. 

It is our business to know that 
the National Underwriter’s Code, 
although perfectly complied with, 
can and usually does still leave a 





Nearly 3 miles of catwalks (left photo) make it easy to 
service the lighting equipment in this war plant. Fixtures 
are suspended from each side of catwalks that hang from 
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residential wiring installation inade 
quate. The Code is merely a matter 
of safety precaution and fire pre- 
vention. It merely says that for 
your own protection, whatever wir- 
ing you choose to do should not be 
in a manner. With 
more luck than good judgment the 
American public has not yet experi- 
enced the irritations of insufficient 
outlets and inadequate copper, be- 
cause in many cases there has been 
a slight margin of extra capacity. 
We have been using up this margin 

in fact pretty generally 
loaded our safe but not sane wiring 
to its utmost amperage. Concur- 
rently, insidious losses are building 
up within the walls. A No. 14 branch 
circuit loaded to its capacity (which 
the usage of electric 
in the kitchen or a modern 
iron in the sewing room) 
will develop a loss of power or a 


done careless 


have 


is only one 
roaster 


electric 


useless wattage consumption §suff- 
cient, if it were not spent in over- 
coming wire resistance, to burn a 
fair size lamp to illuminate that job. 

It should be our business to know 
that the Adequate Wiring Bureau 
of NEMA is asking the coopera- 
tion of distributors, contractors, 
architects and utility companies to 
the end that our progress toward 
an electrified America will not be 
tangled up by copper cobwebs nor 
delayed by wiring 


toy devices 





curved white roofs. 





like 


the 


the 
enough in 


screws and 
well 


small terminal 

that 
gay but not too luminous “ Nineties,” 
but which can easily be 


Sé rved 


the stran- 
gling deterrent to post-war lighting 
and electrical business. 


Most of us know all of these 
things already. Most of us are 


keenly aware of the pent-up volume 
of lighting business that seems cer- 
tain to develop in the post-war years, 
granting a year or two to get back 
into the swing of peacetime manu 
facturing and selling. Most of us 
know, too, that the growth of light- 
business with a 
growth of education and that most 


ing is interlocked 
of us who deserve to be honored as 
leaders in our profession must agree 
to plow back education and 
character building some fair per- 


into 


centage of the profits of operation, 
All these and many other things 
we know, so I can only urge that 
we substitute the command ‘“For- 
ward March” for “As You Were’! 
These are but a few of the reasons 
why we should make lighting our 
business. It can be a vastly greater 
business if we do not plant too lit- 
tle, too late. 
*Director of Applied Lighting 


house Electric © 


Westing- 
Manufacturing Co. Ex- 
cerpts of address before the Pacific Coast 
Division of the National Electrical Whole 


salers Associatior 


Combination of arched roof and 


indirect lighting aid workers (right photo) to see without 
the use of extension lights. 


Westinghouse photo. 











Show Your Contractor-Gustomers 
And Cash in When That 














Good Will is the priceless ingredient necessary to sustained success 
in any business. 






Electrical contractors, excepting mostly those that 
were engaged in war work, have not had much chance for building 
Good Will since Pearl Harbor, but their chance for sharing in the 
great post-war buying and building boom is ahead. Salesmen will 
be smart to tell those contractors how the Associated General Con- 
tractors of America, Inc., are grooming their members for that Good 
Will building task. 


The following are excerpts from that association’s manual on 


Public Relations which was prepared by Campbell-Ewald Co., Inc. 


We appreciate their permission to reprint. 





The EDITOR 





ECOGNITION of the need for 
Good Will of the public and a 
merit that 
are essential ele- 


determination to 
Good Will 
ments in any Public Relations pro- 
gram. 


basic 


For the contractor, Public Good 
Will is obtained through straight- 
and considerate 
dealings with everyone with whom 


forward, honest 
he comes in contact in his opera 
tions. 

You cannot buy Public Good Will 
as a commodity—for people’s hon 
est, private opinions are not for 
sale. But Good Will is a business 
asset for which much thought, time 
and money can be profitably in- 
vested. 

In your business as a contractor, 
you deal with many types of people 
and your public relations may be 
bad. Whether yours is 
good or bad depends on how your 
firm, and through it, the industry, 
is presented to the public. Of one 
thing you may be certain, the public 
is going to form 


gC od or 


some opinion, 
either good or bad, of you and your 
industry through your actions and 
dealings. 

Good public relations result from 
the daily operations of your busi 
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ness and your many activities 


’ pub- 
licity—advertising—daily contacts 

chamber of commerce work—civic 
office—luncheon 
clubs—employer-employee relations 
and the like—which result in favor- 
able reactions of customers, friends, 


planning—public 


competitors, employ ees and the gen 


eral public. 


Good Will Must Be Built Gradually 
Will 
over night. 
bit by bit 
sion—from the people who use your 


Good cannot be obtained 
[It must be accumulated 


impression by impres- 


services, serve you, sell to you and 
observe your operations. These in- 
clude owners—public officials—sub- 
contractors—material suppliers and 
equipment manufacturers 


distributors just 


dealers 
and 
people. 


labor and 

Good Will, as a basis of good 
public relations, begins at home. 
The reputation of any concern is 
only as good as the Good Will of 
its employees. Will works 
from the inside out. It begins in the 
main office and radiates out through 
every employee to the public. If 
every person on the payroll has a 


Good 


good word to say for the company, 
and recommends it as a good firm 






to work for—that not only goes a 
long way in solving labor problems, 
but also in obtaining the Good Will 


of the public. 
Satisfied Customers Necessary 


Beyond that basic start of Good 
Will building at home, the satisfac- 
tion of your customers is the pri- 
mary point in the building of Good 
Will. If everyone who engages your 
that 
that you 
have done a good job for a fair price 
—he is going to tell many others 
about it. This builds Good Will. 

If you deal fairly and squarely 
with architect and _ engi- 
neer with whom you come in con- 


services as a contractor feels 


when the job is complete 


every 





It’s a good job—completed on 
time—at a fair price. Thanks! 
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How to Build Good Witt Now 
Backlog-Spending Boom Breaks 





tact and demonstrate that your firm 
executes each job on the plane of 
highest quality for a fair price—the 
result is Good Public Relations. 

[f you are fair and just with sub- 
contractors, fair with those from 
whom you purchase materials and 
supplies 
Relations. 


that, too, is Good Public 


If you pass the word down 
through your entire organization, 
that the owner for whom the work 
is being performed is in effect the 
employer—and that everyone should 
be conscientious in his work, and 
courteous to the owner and his rep 
resentatives—that the architect, en- 
gineer, sub-contractor, material sup 
pliers, labor and the public shall be 
treated with fairness and considera- 
tion—your score will be high in the 
promotion of Good Public Rela- 
tions. 

Every action by a contractor and 
his organization—which will pro- 
favorable public thinking 
about his company—its ability, its 
objectives, its service, its personnel, 


mote 


its equipment and its consideration 
of the other fellow—is important in 
building Good Will as the basis of 
Good Public Relations for his com- 
pany and his industry. 

Some people think of public re- 
lations as something accomplished 
with a crystal ball, or a direct wire 





Let’s work this out together... 
We can figure the best way to 
solve that problem Mr. Smith. 


into every newspaper office, radio 
station and newsreel studio in the 
country. 

Good Public Relations requires 
none of these. It is simply a matter 
of conducting your business and 
presenting your firm and your in- 
dustry to the public in such a way 





Sure, Mayor Cockran, I'll be 
glad to serve on your planning 
committee. 


that the public will think well of 
your firm—and will have confidence 
in your ability to do your job. 

This you can accomplish by pre- 
senting your business and your in- 
dustry to the public in the best pos- 
sible light at every opportunity. 

If you, as head of your firm, are 
not always available to answer ques- 
tions about your projects, someone 
should be designated to furnish 
facts and handle inquiries. This 
person should be thoroughly fa- 
miliar with every phase of each job 
and should have tact and discre- 
tion. Press representatives and 
other legitimate information seekers 
should be treated with every cour- 
tesy. When pictures are taken on 
the project, should be 
made for good views. Superin- 
tendents on projects should realize 
that the contractor’s good will is in 
their hands. 

On the job, proper use of signs 
will provide you with an excellent 
opportunity to tell the public about 


provisi« yn 


November 1944 — WHOLESALER’S SALESMAN 


the project and what you are doing 
for their convenience. 

Of course you erect project signs 
carrying the name of your company 
as the builder. 

But why not also give informa- 
tion about the project and your 
company? Why not locate such 
signs so they can be seen from sev- 
eral directions—and where they will 
be included in any photographs that 
may be taken during construction of 
the project. 

Such signs can be made inform 
ative and interesting to the public. 


Taking Part in Community Planning 

A contractor has everything to 
gain from taking an active part in 
civic and social projects which will 
advance the standing of his com- 
munity. For good public relations, 
it is advisable to render service to 
all groups and individuals who are 
working for public progress. 

Contractors can well afford to co 
operate with public officials and civic 
leaders in building up their com- 
munity, individually and through 
chapter activities. 

The local chapters are an impor- 
tant link in the chain of obtaining 
public Good Will. Each contractor 
will discover, if he has not done so 
already, that cooperation with the 
membership of his chapter will help 
his own public relations to be more 
effective. He will learn from other 
members what “clicks” 
to advantage. 


and works 


He will also find that these chap- 
ter groups can undertake activities 
which he could not do with good 
face himself. He will also find that 
the chapter group can initiate in- 
dustry-wide or sectional undertak- 
ings which will be productive of 
better results for his own individual 
company than would lone-wolf, go- 
it-alone efforts. 
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LARGE post-war demand for 

appliances and kitchen equip 

ment exists among the women 
of America, according to the find 
ings of a survey just made public 
by “MeCall’s Magazine” under the 
title, “What Women Want tn Their 
Kitchens of Tomorrow.” This sur 
vey is detailed 
from 11,887 readers of this national 
Women 


all states and sections of the coun 


based on reports 


women’s magazine. from 
try, from large cities, suburbs, small 
towns and rural districts have re 
ported to the editors of “McCall’s”’ 
just what they would like in their 
kitchens when equipment again be 
comes available. 

Although 
dominate the present cooking scene, 


gas ranges strongly 
and electric ranges run far behind, 
yet electric ranges are on 58 percent 
of the buying lists of the women 
voting on the subject, with eager 
numerous as 
The 


market lineup for gas ranges is only 


customers almost as 


those who are still undecided. 


about half as great as that for elec 
tric models. 
Clearly many women are not in 





Wholesale distributors’ salesmen who are now building up a net-work 


of wide-awake dealers will clinch many extra desirable outlets if 


they can show that the merchandise they expect to supply meets 


the ticket written by the women for “The Kitchen of To-morrow” 


acute need of new ranges—the tre 
mendous interest in ranges in the 


period just before the war is re- 
flected in the fact that over 59 per- 
cent of the present equipment dates 
from the past six years. If women 
buy a new range it will be because 
new products have persuasive quali- 
ties. Even so, both range and refrig- 
erator markets promise activity, but 
slightly higher volume seems indi- 
cated for ranges. 

On the other hand it is clear that 
the electric range has accomplished 
no such wholesale conversion as the 
electric refrigerator ; in fact, 22 per- 
cent voice definite indifference to 
electric ranges. 

There is no denying that women 
electrical 


love with 


Electric refrigerators 


have fallen in 


refrigeration. 





CLOCK 
Warren Telechron Clock Company 
Ashland, Mass 


IRON 
General Electric Company 
Bridgeport, Connecticut 





dominate the scene, and in spite of 
the strong coverage made in pre-war 
years, healthy ready markets are 
awaiting new electric models when 
they appear. Ice boxes outnumber 
gas refrigerators in present owner- 
ship, but in the future market, gas 
refrigerators fare considerably bet- 
ter than ice Both, however, 
are faced with a sizable bloc who 
opposed to them. Prejudice 
against ice boxes suggests a highly 
market this latter 


boxes. 
are 
restricted for 
product. 

Most kitchens boast some kind of 
only 7 percent indi- 
cated that they do not have one, and 
80 percent of the present refriger- 
ators being used have been bought 
within the past ten This 
might look as though there would 
not be many customers for replace- 


refrigerators ; 


vears. 


ments, but a study of the survey re- 
veals that many women are already 
interested in discarding their present 
refrigerator for a new one. 
Although more than half the vot- 
seem in favor of a 


ers separate 


frozen foods cabinet, yet many 
would prefer more frozen food stor- 
age capacity within the refrigerator. 
There will unquestionably be a mar 
ket for both. 

The laundry is done at home in 
75 percent of the more than 11,000 
households represented by women 
who entered the kitchen contest. 
Naturally plenty of interest is shown 
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This “Kitchen Nurvey 


in Post-War Retail Selli 
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in types of washers, ironers, irons, 
and water heaters that women are 
going to want after the war, to speed 
and ease the washing-ironing ritual. 

The wringer washing machine is 
the one most in use, but the largest 
demand indicated is for the auto- 
matic washing machine. The vote 
for this is five times as high as the 
figure for either spinner or wringer 
types. 

The electric ironer received enor- 
mous acclaim. The public is not 
over familiar with this product and 
ironers are not considered essential ; 
nevertheless, there is a great willing 
market waiting, whose conversion to 
sales will hinge largely on the price 
levels of post-war ironers. 

The demand in the electric iron 
market is relatively small. This is 
no surprise with a product which 
lies in the absolute necessity class 
for most households. The field for 
the steam iron, on the other hand, 
is not yet ripe, as indicated by the 
very high resistance vote. Confusion 
over what the term means is added 
to natural inertia to change; there- 
fore, there must be advertising dis- 
play and demonstration before it 
will find many cash customers. 

On the subject of electric and gas 
dryers, a product is again being 
dealt with that has made almost no 
penetration into average homes, and 
the ready market figures for both 
are under 10 percent. It is not read- 
ily explained, however, why the im- 
mediate market for electric dryers 
is 9.5 percent and that for gas dry- 
ers is only 1 percent; nor why 50 
percent of the voters respond favor- 





*Report of a survey made by ‘McCall's 
Magazine.” 
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CLOTHES DRYER 


Hamilton Manufacturing Company 
Two Rivers, Wisconsin 


ably to electric dryers, while interest 
in gas dryers goes barely over 10 
percent. One can only say that this 
unfamiliar product has yielded an 
extreme illustration of the kind of 
“electric fascination” that permeated 
the voting in several other lines. 
Obviously gas-appliance manufac- 
turers must first cope with safety 
bugaboos and notions of up-to-date- 
ness that sway women’s minds on 
these matters. 

In spite of the fact that gas water 
heaters are pre-eminent in the pres- 
ent field, women do not show much 
enthusiasm for them. On the con- 
trary, if they have their way, there 
will be a boom market for electric 
water heaters after the war. About 
25 percent express lack of interest 
in them, but this vote has undoubt- 
edly been influenced by operating 
costs and by the fact that electric 
water heaters have had less intensive 
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promotion than ranges and refriger- 
ators. 

There is not much doubt that 
women are attracted by the electric 
dishwashing idea. 59.8 percent of 
the coritestants are watching dish- 
washers with a favorable eye and 
may be converted into customers if 
price and operation are right. The 
contest letters stressed over and 
over that women are tremendously 
anxious for a good dishwasher and 
there is probably no new kitchen 
development in which a successful 
mass product could achieve a more 
hearty welcome. Improvements will 
have to be made before the dish- 
washer can achieve volume sales, 
and manufacturers are already fa- 
miliar with the general complaints 
that dishwashers do not save enough 
time or take care of all of the 
dishes ; that they are rough on good 
dishes and not always good cleaners ; 
that they cost more than they are 
worth. 

Votes for electric waste disposers 
fall into patterns quite similar to 
those for electric dishwashers. Here 
again it is a product about which 
women are not well informed, but 
the more knowing speak of plumb- 
ing problems with waste disposers 
and of limitations in the dishwash- 
er’s performance. 

Good lighting ranks high among 
the requirements of all the voters. 
Many ask for special lights at work 
areas, and fluorescent lighting seems 
to be more popular in the kitchen 
than elsewhere. 

Kitchen ventilators get a strong 
hand in the report. It is called a 
necessary feature by 42.5 percent of 
the women, and whereas the built-in 
types get a landslide vote, women 
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with old houses might compromise 
on a portable unit because of ex- 
penses. 

In the small appliances market, 
toasters, electric mixers and electric 
roasters promise fair activity. The 
toaster has a high present ownership 
coverage, but toasters have been 
wearing out and there are always 
brides. As for mixers, the market 
is far from saturated although more 
than 33 percent of the women now 
have them. They stand highest, of 
the small appliances, in the “must 
have and will buy at once” classifi- 
cation. Electric roasters seem to be 
regarded as a pleasant extra appli- 
ance, not one that is essential. 15.6 
percent of the voters are not at all 
interested in them, and apathy from 
those who have already decided they 
do not need them brings the disin- 


terested figure even higher. How- 
ever, for the most part, electric 


roasters will be greeted by pleas- 
antly disposed customers. 

Enthusiasm for radios is wide- 
spread. Some women already have 
radios in their kitchens and 58.7 per- 
cent are definite or prospective cus- 
tomers. Very few are completely 
against the idea of sound effects as 
they work. 

The style poll for ranges brings 
to light the great success of the flat 
topped stove. 69 percent of the 
kitchens have it and its popularity 
has not passed the crest. Women 
want their ovens to have glass doors, 
and they want light in the oven, as 
shown by an approval vote of 82.6 
percent. The wide, shallow oven is 
another “extra” which appeals to 
more than 75 percent of the voters. 
This reaction ties in closely with the 
vote on refrigerator design—cooks 
like to see and get at their pies and 
cakes easily. 

It is hard to dislodge a formula 
that has persisted for a long time— 
often only actual use of new prod- 
ucts will accomplish the change. 
The close grouped planning of four 
top units at one side of the range 
remains the choice of nearly 50 per- 
cent of the women. However, the 
other 50 percent are ready for less 
conventional arrangements. 

There was almost unanimous pro- 
test against square pots and pans 
from those who commented on this 
feature; yet when asked the ques- 
tion, “If square heating units gave 
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greater efficiency, would you be will- 
ing to discard all your pots and pans 
to buy a range requiring special 
square pots designed to fit units?” 
almost half of the women are will- 
ing to conquer their former preju- 
dices and accept a new development. 

Range accessories are desirable 
but not essential to most women. 
The one exception is automatic heat 
control—here, there is practically no 
opposition. An automatic gas oven 
lighter proved to be the most con- 
troversial item. 

The most numerous comments 
voicing complaints relate to the age 
and quality of the range; next in 
importance are the complaints on 
either size or design, but to offset 
the long and varied list of com- 
plaints is the fact that over 3,000 
women listed none. On the con- 
trary, they find their ranges “mar- 
velous.” 

Very few women wish their fu- 
ture color schemes limited by defi- 
nite hues in equipment, hence the 
landslide for white ranges and re- 
frigerators. White has become so 
completely identified with major 
equipment that it gets a check from 
four-fifths of the voters. Should the 
open-planning principle for floor 
arrangement which has had a high 
degree of acceptance in recent years, 
extend to include kitchens, there 
might be a change in this. The fact 
that 9 percent of the women are 
anxious to have completely open lay- 
out in their new homes, means there 
will be some immediate market for 
kitchen equipment which departs 
radically from the white clinical type 
of recent years. 


It is no surprise to find that few 
women think their refrigerators 
“too large’—the marvel is_ that 
nearly 59 percent find them “just 
right.” The trend has been toward 
larger and larger boxes and it is pos- 
sible that when the frozen food com- 
partment is increased in size, the six 
foot model will cease to be adequate. 

One of the interesting victories of 
new design in the contest was the 
landslide given the wide shallow re- 
frigerator. It triumphed almost 
three to one over the familiar deep 
one-door type. If the cost of pro- 
duction of such a refrigerator could 
be controlled, an excellent reception 
would await such a 
model. 

If- manufacturers continue with 
single-door types of refrigerators, 
models should be available with both 
right and left hand openings, for 
according to their letters, more than 
75 percent of the women do care 
which way the refrigerator door 
swings. 

An overwhelmingly high percent- 
age of contestants are doing their 
own housework and preparing meals 
—more undoubtedly than were a 
few years ago, which means that 
some women are seeing kitchen de- 
fects which they might otherwise 
have overlooked. A change in the 
domestic help situation in post-war 
years together with the whole 
American trend away from the serv- 
ant regime, might alter some plans 
for kitchen progress. One thing the 
contest proves conclusively is that 
women are keenly interested in their 
kitchens, and alertly critical in their 
attitude on future developments. 


convenient 
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This Radio Parts Jobber With 
Writes the Ticket for 


In a nutshell: The battle for the greatest new market within the 


grasp of electrical wholesalers can be won only if an ENTIRELY 
SEPARATE DEPARTMENT is set up and staffed by well 


qualified technicians trained in expert selling and merchandising 





R. Chairman, guests and fellow 
members of the radio and elec- 
tronic industry. During one 

of our frequent committee meetings 
while planning this Electronic In- 
dustry Conference, somebody sug- 
gested my name to address this 
meeting today. Somehow or other | 
must have been asleep because here 
I am to try and give you fellows 
some of the jobbers’ viewpoints and 
ideas on current operation and post- 
war activities. 

[ am sure that we all feel a cer- 
tain sense of achievement at this 
time. We have had a marvelous 
turnout for this conference and it 
seems to me a lot has been accom- 
plished through the various meet- 
ings and conferences that were held 
in the last few days. 

The radio parts jobbers opera- 
tions have changed considerably 
during the last few years. War-time 
conditions were mostly responsible 
for this. Due to the requirements 
placed on our industry by the war 
and to meet the goal set up by our 
armed forces, both the manufacturer 
and the parts distributor had to do 
a tremendous job. It seems to me 
it has brought all of us closer to- 
gether and helped the radio parts 
and electronic distributor to become 
of age. At this time I would like 
to thank the radio parts manufactur- 
ers and the representatives for a 
marvelous job that was well done. 

In the beginning of our war ac- 
tivities anybody who was set up at 
all to handle any of the before men- 
tioned requirements, was able to get 
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a lot of business, in most cases sev- 
eral times the volume ever done by 
any distributor formerly. As _ re- 
(juirements crystalized and schedules 
were placed, it became the manufac- 
turer’s job to create the facilities to 
produce the needed materials. How 
well this job has been done up to now 
is a matter of history and I feel that 
the radio industry can really be 
proud of its achievements. 

The radio parts distributor, due 
to his technical background and the 
variety of equipment he carried in 
stock, helped both the armed forces 
and industry countless times. By 
suggestions on what to use, and be- 
ing able to supply the needed com- 
ponents, our war effort was speeded 
up considerably. The radio parts 
and electronic distributors were 
really the expediters to get our elec- 
tronic program set up properly in 
the beginning of our war activities. 

During this period various prob- 
lems came up from the standpoint 
of available materials and facilities. 
Due to the tremendous demand for 
electronic equipment by our armed 
forces, it was necessary for various 
WPB regulations and OPA restric- 
tions to control a lot of these prob- 
lems. I feel that the handling of 
priority requirements, and at the 
same time, making available a cer- 
tain quantity of civilian components 
was well-handled. 

As all of you know, W PB restric- 
tions made it pretty tough at times 
for the manufacturer to produce 
any civilian goods at all. Stop and 
think over all the various limitation 


orders and restrictions we had to 
work with. I'll cite just a few of 
them—PD-1X, L-76, L-265, L-293, 
W PB-547, M-293, WPB-3243, M-9 
and a lot of others. 

Along with all these various or- 
ders and their changes, we also had 
the Victory line. We won't go into 
this too far. However, in the face 
of all these necessary restrictions, it 
is my personal opinion that through 
close cooperation between the manu- 
facturers and the distributors we 
tried to get the best possible results 
out of all these regulations. Regard- 
less of personal attitude, I feel it 
only fitting for all the distributors 
to give the manufacturers a vote of 
thanks for a task well done up to 
this time. 

Of course, let us all realize that 
the requirements of our armed 
forces for electronic equipment are 
still tremendous and as far as get- 
ting more civilian items is con- 
cerned, this picture won’t change 
very much until “V” day arrives. 

So much for past activities. Now 
we come to the problems facing all 
of us in the post-war era, even 
though we cannot relax our war 
effort before complete peace is 
achieved. 

The future holds tremendous pos- 
sibilities—and with the possibilities, 
a lot of problems. I feel that the 
radio parts and electronic equipment 
business stands on the threshold of 





*Excerpts from an address delivered be- 
fore the Electronic Parts and Equipment 
Industry Conference, Chicago, October 
1944. 
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becoming one of the major indus- 
tries in our economic picture. To 
do this job properly will require a 
lot of planning and cooperation. 

First, we all will have to become 
more industry-minded, and take a 
more active part in the many phases 
of our industry. The parts distribu- 
tor who handled only replacement 
parts, service items and radio tubes 
is strictly a thing of the past. Many 
of the distributors during the last 
few years have had a taste of han- 
dling industrial requirements and 
are figuring on keeping some of this 
business in the future. So let’s an- 
alyze this trend and see 
liable to happen. 

The distribution of service re 
placement parts and tubes will most 
likely follow the same pattern as 
in the past. There 
gadgets added as they become avail- 
able, but as a whole this picture will 
not change much. Amateur parts 
and equipment distribution 
probably be much along the same 
lines as before, after frequencies are 
re-allocated and_ the 
where they are going to be allowed 


what is 


will be some 


will 


hams know 
to operate. 

The only suggestion applying in 
both of these fields is a little closer 
cooperation between the manufac- 
turers and the distributors on sales 
promotion, advertising, and mer- 
chandising. 

Let us, as distributors, make bet- 
ter use of manufacturers’ sales help, 
by furnishing the manufacturer 
with dealer and customer mailing 
lists for factory mailing ; take better 
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advantage of display advertising, 
have meetings with manufacturers 
to acquaint our sales organization 
with the full possibility of lines and 
get our technical help acquainted 
with any line we are going to carry. 
More thought on restricted distribu 
tion may be desirable from both the 
manufacturer’s and_ distributor's 
standpoint. 

When problems come up affecting 
local areas or markets, discuss them 
with the manufacturer in a con- 
structive manner, and try to work 
out a satisfactory solution. Lots of 
times, sales and promotion ideas will 
not work the same in all territories. 





But before condemning the manu- 
facturer for a policy and forgetting 
about him, sit down and discuss the 
situation, and in most cases the diff- 
culties can be straightened out. 

The manufacturer and distributor 
both must realize that they have to 
live together, and the welfare of one 
will affect the other. The distribu- 
tors must also realize that closer co- 
operation with the manufacturer is 
necessary. 

What we term at this time the 
industrial electronic business, is 
an entirely different picture, and 
must be treated as such. Having 
had a taste of this business during 





In this wholesaler’s house, small electronic parts are displayed on tables set in 
front of counter. Storage of merchandise is kept behind the counter on shelves. 
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@ Veteran electricians specify 
STIXWEL because they know, 
from years of experience, that 
STIXWEL has correct adhesion... 
its edges don’t fray...it has 
greater strength for any job 
and it’s made by CLIFTON who 
have been making the best in 
friction tape since 1888. That’s 
why you will find more and more 
electricians relying on STIXWEL. 


@® STIXWEL gives complete satis- 
faction to wholesalers and their 
customers. 
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the last few years, most distribu- 
tors are going to try and continue 
to follow this type of operation. 

Some of us are going to find 
that this will require an entirely 
different organization. A lot of 
this business, under normal con- 
ditions was available before the 
war and was handled by distribu- 
tors who made a study of it and 
organized themselves to handle it 
properly. 

They found that it required a 
highly specialized organization, 
both from the sales standpoint 
and inside technical staff. Within 
the last few years a lot more dis- 
tributors have followed that pat- 
tern. It is my belief there will be 
a tremendous temporary drop in 
volume in this field. 

Until the period of readjustment 
industry goes back to 
operation, it will be 

most distributors to 
do a lot of real planning on this 
phase of their operations, put their 
order, and be ready to 
serve this market when the time for 
it arrives. 


is over, and 
a peace-time 
necessary for 


house in 


There has been much discussion 
as to who is to handle this 
business in the future, whether it 
should be the electronic parts dis- 
tributor or the electric wholesaler. 


going 


In the post-war era when the demand for electronic products 
increases, a special department will be needed to prominently 


In my opinion we are set up to 
perform the functions 
technical back- 
ground gives us the advantage over 
any other group of distributors. All 

have to do is set ourselves up 
properly to handle the requirements 
on a sound economic basis. It may 
be necessary for more exclusive dis- 
tributing major 
lines in order to do a better job. | 
am sure the parts and equipment 
manufacturer as a whole will co- 
operate 100 percent in anything our 
industry has to work out to obtain 
and maintain the this 
market. 

Recently, a step in the right direc- 
tion was taken by 
overall Industry 
Committee, under the 
of the Parts 
Electronic 


necessary 


satisfactorily. Our 


arrangements on 


business in 


organizing an 
Merchandising 
sponsorship 
Division of RMA, 
Parts and Equipment 
Manufacturers Association, the 
Sales Managers Club—Eastern Di- 
and National Electronic Dis- 
tributors Association. 
ings were held. 


vision, 
Several meet 


The consensus of opinion, 
men who are 
on this committee is that this step 
by the industry will be a tremendous 


among 


the various serving 


help in solving some of our prob- 
lems. One of the other speakers on 


this program will probably tell you 


this. 
President of 


more about 
new 


Speaking as the 

N.E.D.A., our 
group pledges the utmost coopera- 
tion to this activity. 

Finally, I shall take the liberty of 
nentioning just a little about the 
N.E.D.A. Some of our distributors 
have done a lot of work during the 
last five years to bring about a better 
understanding between all the vari- 
ous agencies in the radio parts and 
equipment business. We still have 
a long way to go and I would like 
to see all eligible distributors be- 
come a part of the N.E.D.A. so we 
can become representative 
and, more actively 


more 
as stated before, 
industry-minded. 

If we can present a united front 
and settle our own problems, it will 
help to maintain our place in the 
electronic field. Any chain is only 
as strong as its weakest link. Think 
this over and let us better 
acquainted with each other. I am 
sure a lot more can and will be 
accomplished in solving the prob 
lems as they come up. 

In closing, I want to thank all of 
you for making this conference the 
success it has been, and leave with 
you this thought—the first law of 
nature will always prevail—self- 
preservation and the survival of the 
fittest. 


become 
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display merchandise. 
used for stocking electronic parts in this wholesaler’s house. 


‘Pet -envere 


Bins behind the counter at the left are 
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Electronic “Package Units ...... 
That Post-War Go-Getters Will Sell 













HOLESALERS and salesmen 

who have been studying the 

potentials in the electronics 
field can’t overlook the first and eas- 
iest entry awaiting their attention— 
the selling of “package unit’’ elec- 
tronic devices. 

These package units are a “nat- 
ural” for electrical wholesalers, as 
the selling requires chiefly a basic 
familiarity with electrical circuits 
that should be well within the knowl- 
edge and experience of any first-rate 
wholesaler’s salesman, and they can 
be sold without meeting opposition 
from that any- 
thing electronic must be over the 
head of 


those who believe 
anyone but an Einstein- 
minded laboratory engineer. 

Selling electronic “package units” 


Photo-electric door openers were available as a package unit 
befare the war, should have big sales among restaurants, 
stores, office buildings, schools, etc., postwar. 
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is essentially a job of application— 
of knowing what different electronic 
devices will do and how they must 
be installed to do this work. The 
engineering has been done inside the 
package by the factory technicians. 
Knowing where and how to use 
these devices is a subject that any 
salesman can pick up and master as 
easily as he learned the application 
of the industrial electrical 
products which he sells regularly. 
Only a few of the many potential 
uses for package units were tried 


many 


before the war, and only a few types 
of devices were available. This sit- 
uation should change radically after 
the war. The multi-billion dollar 
war-time electronics manufacturing 
industry will be devoting its ener 









gies toward the development of a 
peace-time market. Highly-trained 
engineers, newly-developed produc- 
tion facilities, adequate financial re- 
sources—all will be directed toward 
the production of electronic devices 
for sale to industry, commercial es- 
tablishments, and the home. Electri- 
cal wholesalers and salesmen can 
offer this industry the most econom- 
ical and most effective means of dis- 
tribution if they will plan now to be 
ready to handle this post-war sales 
job efficiently. 

Some of the peace-time applica- 
tions of electronic “package units” 
are shown here, but they are only a 
sample of the many markets that 
will open for alert wholesalers and 
salesmen after the war. 





Electronic safety controls rank high in sales potentials. Post- 
war production will need devices such as the one above which 
protects workers hands. 
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Post-war customers can use these elec- Packaged motor controls have a big A war-time device in which street lights 
tronic controls. Paint sprayer for future. This is an electronic adjusta- actuate an electronic tube to control 
metal radio tubes shuts off except when ble speed drive on a capacitor wind- interior lighting has peace-time adap- 
a tube is directly in front of it. ing machine. tations in lighting control. 


Familiar to many wholesalers and salesmen are these elec- Two electronic devices here. Safety device protects girl’s 
tronic “fences” guarding war-plants. Have peace-time market. hands from action of electronic vibrator for testing fatigue. 


Forerunner of many peace-time applications is this electronic Packaged electronic safety controls are adaptable to many 
“sewing machine” which uses a high frequency current to small jobs. Beam above passes in front of part-forming ma- 
“sew” sheets of thermo-plastic material. chine by means of two mirrors, protects her hands. 


November 1944 — WHOLESALER’S SALESMAN 








When Nelling Yo Industrial Plants 
Don't Neglect The Engineer 





ALESMEN who are represent- 

ing an electrical wholesaler, in 

seeking favorable consideration 
of the lines of products they rep- 
resent, find it advisable to tell their 
story and render service where pos- 
sible to everyone connected with an 
industrial plant who has any part 
in the design, installation, operation 
and maintenance of the plant as af- 
fecting these products in service in 
addition to the person who actually 
issues the order. It goes without 
saying that the salesman who is 
most thorough and conscientious in 
his cultivation of all factors is apt 
to get farthest. One of these fac- 
tors is the consulting engineer. 

In the course of my work, I meet 
many of the wholesalers’ salesmen 
and have many friends among them. 
[ therefore welcome this oppor- 
tunity to present a few thoughts 
that may still further increase this 
cooperative relationship. Just as it 


is necessary for you to go over a 
simple explanation of your product 
again and again in order to be sure 
that the prospective buyer fully un- 
derstands it, so will I lead off by 
explaining once more what may be 
that is to say, how the 
consulting engineer comes into the 
industrial picture and what he does 
there. 

An industrialist contemplating ex- 
pansion or alterations to plant, in 
order to cope with scheduled pro- 
duction activities, or to make plans 
for post-war production, employs 
the services of a consulting engineer 
to obtain an unbiased and reliable 
engineering study of the problem 
at hand. This procedure is under- 
taken primarily for two reasons. 

First, the industrialist is often 
confused by the manner in which 
some present their par- 
ticular products, or, more often, 
due to conditions which 


the obvious ; 


salesmen 


can be 


Wholesalers’ salesmen who can sit down beside the drawing board and talk electrical 
problems intelligently with engineers are all set for good post-war business. 
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largely attributed to the lack of sales 
engineering cooperation. 

The second reason is that the in- 
dustrialist knows that the ethical 
engineer has devoted much time to 
research and investigations of engi- 
neering applications in order that he 
can represent the owner in a man- 
ner which he, the owner, can rely 
upon for the most economical and 
efficient engineering application of 
modern materials and devices to the 
problem. 

The 
knowledge and experience, naturally 
becomes somewhat prejudiced in his 
opinion, and in making 
mendations, he leans toward the ar- 
ticles of merchandise that he has, 
through his investigations and re- 
search, determined upon as being 
most effective for a definite pur- 
pose. 

In the past, his research has been 
greatly assisted by the merchandis- 
ing wholesaler, who has not only 
acquainted him with the various 
types of installations that are op 
erating satisfactorily but has also 
supplied data concerning the latest 
types of 


engineer, because of his 


recom- 


products developed for 
specific applications. This service 
has been of inestimable value and 
often resulted in influencing 
the engineer away from some pre- 
conceived or 


has 


too conservative idea 
toward something more modern and 
effective. 

Or, put it this Perhaps 
you as a salesman have sometime 
said or thought: “Confound that 
consulting engineer. He is so hide 
bound and conservative that it is 
next to impossible to get anything 
new past him.” 
are. Or, on the other hand, there 
is the possibility that you have 
fallen down in your contacts by 
becoming discouraged because not 
all of your suggestions have been 


way. 


Maybe some of us 
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By Julien H. Davis: 





grabbed right off the bat. 

[ think however that under ordi 
nary conditions, | would expect to 
spend several hours a day reading 


trade publications, engineering ar 
ticles and advertisements trving to 
keep up with the new developments. 
Still I could not expect to find all 


1f them, and that’s where | would 


expect my salesmen friends to con 
tribute from their stock of knowl 
edge, which is broader than mine 
can be because it represents their 
whole business. 

It is through this method of co 
operation on the part of the sales- 
man, which has been so exemplary 
especially in the past decade, that 
the high standards of industrial in- 
stallations as they now exist have 
been to a large degree attained. 

Since the advent of this war, 
however, the profession has suffered 
loss by not having this cooperation 
to the fullest extent. This is prob- 
ably so because the wholesalers 
also have had problems of man- 
power as well as due to the fact 
that the war effort has required 
the full output of factories. This 
latter condition has resulted in a 
“salesman’s paradise,” and while 
that paradise has been rather more 
in the purchasing agent’s office than 
in the engineer’s drafting 
all know that when the war ends, 
so will the abnormal conditions 
which it created. 

During the war effort it has been 


room, we 


necessary for a lot of manufacturers 
to expand their production activities 
and in many cases change their en 
tire line of effort. As a natural 
consequence of these developments 
there have been long strides toward 
developing new processes and new 


*Consulting Engineer, President of the 
Electrical Maintenance Engineers Asso 
ciation of Southern California. 





Engineers are where you find them. Many of them have been elevated to executive, 
managerial or purchasing positions during the war. Salesmen shouldn’t overlook 
these men just because they have left the laboratory. 


products and that fact will make 
the need of the engineer’s erst 
while cooperator, the wholesaler’s 
salesman, more urgent than ever. 
lor instance, very recently a prob 
lem arose pertaining to the installa 
tion of power factor corrective 
equipment, where the load fluctuated 
almost daily to as much as 40 per- 
cent, caused by changing portable 
equipment in various areas of an 
industrial plant. 

Under normal procedure, a pre- 
determined amount of capacitors 
would be installed at a specified lo- 
cation. But such an _ installation 
in this case would have resulted in 
an excessively high voltage when 
the portable load was removed from 
the power circuit. Through the 
cooperation of a sales engineer of 
the wholesaler, a system of relays 
and contactors was developed which 


automatically protected the power 


system from an irregular condition. 
Service of this kind would naturally 
protect the salesman in his order, 
other things being equal. 

In another instance, a problem 
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was presented in control equipment 
necessary to protect high-pressure 
ammonia lines in a _ refrigeration 
plant. Again, through the coopera 
tive efforts of the sales engineer, 
methods which included the applica- 
tion of electronics were designed 
to satisfactorily answer the prob- 
lem. 

[I could go on indefinitely with 
examples such as_ these, which 
would go to show the ways in which 
a wholesaler’s salesman can make 
himself indispensable to the consult- 
ing engineer as well as directly to 
the customer. Any consulting engi- 
neer would be a fool not to recog- 
nize this kind of cooperation and 
take advantage of it wherever pos- 
sible. 

[ think I may go as far as to 
say, without blasting at the ethical 
foundations of engineering and 
salesmanship, that the day is here 
when the salesman must become 
more of an engineer and the engi- 
neer more of a salesman in order 
that their cooperative effort may be 
reduced to a common denominator 
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The Wholesaler Will Be a Key Factor 
Just As He Was in Peacetime 





By Albert Haring* 


UMORS about the major rubber 

company expansions of retail 

chain systems have been active: 
statements that famous war manufac- 
turers are going into the production 
of consumer goods post-war and are 
planning upon direct distribution are 
headlined; “streamlined” distribution 
plans ballyhooed almost daily; 
pared mark-ups between factory and 
consumer are common gossip. Yet, ac- 
tually, old pre-war selling problems 
will return once the flush of deferred 
demand has been satisfied. The whole- 
saler was an important solution to the 
marketing problems of many manu- 
facturers pre-war and he will be 
the most advantageous distributor for 
many postwar. 

A survey released by the Curtis Pub- 
lishing Company during the spring of 
1944 showed that 89 percent of the 
manufacturers contacted —a substan- 
tial sample including makers of auto- 
mobiles, refrigerators, appliances, etc., 
— are planning to use the same system 
of distribution postwar as they did pre- 
war. This applies to established peace 
time products. Where new products in 
the same field are scheduled, 73 per- 
cent will utilize the systems of distribu- 
tion which they have already used. No 
question was asked regarding the spe- 
cial use of 


are 


wholesalers. But the re- 
sults recorded are to be expected — 
the wholesaler offers an excellent solu 
tion to certain types of selling prob- 
lems. The function performed by the 
wholesaler are worth examining. 


W hat the Wholesaler Does 


The business functions of whole 
saling are numerous and differ in im 
portance in the various lines of trade. 
lhe brief summary given below covers 
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only major functions and is presented 
to review the prewar background be- 
fore examining the future. 

1. Contact — or getting the-merchan- 
dise to the retailer — In order to move 
goods, the seller must establish some 
sort of contact with the retailer. Mail 
alone is not satisfactory. From the re- 
tail point of view, it is necessary to 





HIS WAREHOUSE CONTAINS THE PRODUCTS 
OF AT LEAST 150 DIFFERENT MANUFACTURERS 
GATHERED FROM ALMOST AS MANY DIFFERENT 
CITIES 











get together a wide variety of goods 
as economically as possible from many 
If the purchases of the re- 
tailer at one time are sufficient to war- 
rant his spending thirty minutes with 
the salesman and the average sale is 
sufficient to cover the expenses of hav- 


sources. 
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ing a competent man call four or more 
times per year, the manufacturer may 
have a free choice between using or 
not using a wholesaler. The cost to 
manufacturer and retailer would be 
prohibitive if a manufacturer’s sales- 
may, handling one item of small value 
and volume, called on every dealer sell- 
ing it. A dealer can hardly spare the 
time to see ten salesmen a day. 

2. Transportation — Long 
transportation is much more econom- 
ical in carload or truckload lots. Where 
the retailer is unable to purchase in 
such units but the wholesaler can, the 
cost of distribution direct from manu- 
facturer to retailer is substantially 
In some cases this may be a 
decisive factor. Short haul transporta- 
tion is also more efficient on a full-load 
basis. 

3. Quantity Discounts — A _ sound 
quantity discount is economical because 
it gives the buyer a lower purchase 
price and the seller higher profits, 
i.e., costs which are reduced more than 
the amount of the extra discount. 

When the retailer is large enough 
to purchase in quantities which give 
him a substantial discount, such as 
a carload lot, it may be economical to 
deal with him direct. Where the nor- 
mal purchase of a dealer does not give 
him a good discount, it may be more 
profitable and more effective to sell 
through wholesale units. 


distance 


greater. 


4. Storage — An adequate supply of 
goods for retail needs must be stored 
somewhere. 
in large 
shipped in 


If the retailer purchases 
quantities and has goods 
economical units, he as- 
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in Post-War Distribution 
and During the War 








sumes a good deal of the storage func- 
tion at the expense of increased inven- 
tories. If the manufacturer stores the 
goods, they are distant from where 
they will be sold to consumers. In di- 
rect distribution, it is usually necessary 
for both manufacturer and retailer to 
absorb part of this function. With the 
wholesale unit in the middle, it is 
usually not difficult to secure efficient 
transportation and economical prices 
without unduly burdening the storage 
facilities of either wholesaler or re- 
tailer, and this permits rapid turnover 
of stocks. Similarly, fresh merchan- 
dise is regularly available, and prob- 
lems of styles and models are made 
less troublesome. 

5. Delivery—Both the _ regularity 
and speed of delivery affect inven- 
tories and size of purchase. In their 
own cities, during peacetime, whole- 
salers can make twenty-four hour de- 
livery with emergency deliveries in far 

















less time. Throughout their territories, 
comparable speedy delivery is usually 
the rule with wholesalers. Obviously, 
the storage and selling problems of a 
retailer are greatly simplified, as he 


can get almost immediate delivery in- 
stead of waiting ten days or more for 
the goods to arrive from the factory. 


ny 


6. Credit — Sales between business 
establishments are almost entirely on 
a credit basis. The buyer wants to re- 
ceive the merchandise and to examine 
it before paying. The manufacturer 
who deals direct with several thousand 
retailers, many of whom are small and 
whose credit ratings are therefore not 
too dependable and subject to quick 
change, has an entirely different prob- 
lem from the manufacturer selling to 
a few hundred wholesalers who are 
larger in size and about whom more 
detailed information is available. The 
magnitude of this problem is particu- 
larly significant during periods of 
rapid change and in times of declining 
business and depression, when collec- 
tions become a real problem. The 
wholesaler is closer to the retailer, us- 
ually calls upon him more frequently 
because of the large line of merchan- 
dise handled, and is in a much better 
position to keep his credit information 
up to date at a minimum cost. 

7. Other —In the case of service 
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and adjustments, advice and assistance 
in merchandising products, and help- 
ing when the retailer faces trouble, the 
geographical closeness of the whole- 
saler to his retail customer and his 
more frequent contact make it much 
easier and less costly to do an effective 
job. 

8. Summary — The functions which 
have been listed above are unavoidable. 
They must be performed by wholesaler, 
manufacturer, or retailer. Whether or 
not it is economical to split these func- 
tions between manufacturer and re- 
tailer (or industrial buyer) with the 
elimination of a wholesaler between 
them depends upon many factors. 
These are the distributive services and, 

















regardless of the system of distribution 
used, must be performed by someone 
The wholesaler, as a separate unit in 
the distribution system, is justified 
when, and only when, he can perform 
these services more effectively and less 
expensively. 


Pre-war Distribution 
The Census of Business shows the 
following distribution of manufactur- 
ers’ sales for 1939: 


~! 











To wholesalers 

To manufacturer 
own branches 

Direct to retailers 

To industrial users 

To own retail stores 2.8 

To consumers at retail 1.8 


26.5% 


23.8 
19.9 


52 


7 ‘Total 


In the case of small packaged food 
items, the use of wholesalers is com- 
mon because low value of the unit and 
small average purchase, plus the need 
for periodic replacement, make the 
wholesaler the least expensive method 
of distribution. As regards industrial 
machinery, the large size of purchase 
and severe technical problems lend 
themselves to direct selling. Chains 
and department stores buy in large 
quantities on contract and direct con- 
tact is possible in many cases. Yet, 
in the case of all manufactured goods, 
one-half (50.3 percent) is distributed 
through wholesalers (independent or 
owned). This discussion will be lim- 
ited to that area where the decision 
between direct selling and the use of 
wholesalers is a matter worthy of care- 
ful analysis. Here the manufacturer 
faces two problems: (a) to use whole- 
salers or sell direct; (b) if wholesal- 
ers are to be used, should these be 
independent or owned. Since the ap- 
pliance field has received a good deal 
of publicity as regards both of these 











problems, the illustrations will be 


drawn largely from this area. 

Pre-war distribution was evolution- 
ary. An examination of the business 
censuses of 1929, 1933, 1935 and 1939 
will show that many changes have 
taken place. It will also be found that 
a gain or loss of 5 percent nationally, 
is huge whether this refers to the 
share of national business secured by 
chain stores or independent wholesal- 
ers, or any other type of operator. 
Even if all “scuttlebutt” about stream- 
lined distribution should materialize, it 
is unlikely that this will affect the to- 
tals already given by more than 5 
percent within five years. And such 
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rumors are about as likely to be wrong 
as to be right. The post-war situa- 
tion, basically, has factors which favor 
wholesalers more than the 1939-1941 
situation. 


The Post-War Market 


Many things can be said about the 
post-war market. The following points 
cover only a fragment of those items 
which affect importantly the position 
of the wholesaler when goods again 
become available. 

1. The expansion of the tire com- 
pany and other chains does not neces- 
sarily mean greater domination of re- 








The post-war market will be 
20 percent to 40 percent larger than 
the pre-war market — both chains and 
independents will have to expand that 
amount to supply it. Chains may in- 
crease their share of total sales post- 
war, but aggressive wholesalers and 
independent retailers also have pro- 
gressive plans which, although an- 
nounced, have not received spectacular 
publicity. Only actual post-war com- 
petition can prove which group will 
improve its position. 

2. Company and brand policies will 
have to become simpler and clearer. 
The new or expanded chains are al- 
ready supposed to have contracts for 
their basic requirements of major ap- 
pliances and some other items. Inde- 
pendent retailers will prefer to handle 
brands other than those sold to chains 
under special contracts. Either the 
manufacturer will make special brands 
for these mass distributors or he will 
have difficulty securing adequate in- 
dependent outlets. The manufacturer 
not securing major syndicate accounts 
will have to turn to the independent 
dealer who is usually best served 
through a wholesaler. The new chain 
developments actually will tend to 
clarify the muddled situation of pre- 
war years when some major brands 
were sold through a variety of dis- 
tributive systems in such a manner as 
to create retail price chaos. 


3. New manufacturers are expected 





tailing. 


in many lines, particularly in appli- 
ances. The newcomers from war in- 
dustry such as Kaiser, will look for 
syndicate outlets. Failing to secure 
these, they will have to turn to whole- 
salers because of the difficulties of 
quickly creating a distribution system. 
With additional sources of supply avail- 
able, each wholesaler should be able to 
secure a good line and be ready to push 
it. The manufacturer who hesitates 
too long, or follows a duplicate system 
of distribution will find it harder than 
previously to secure good outlets. 

4. Today’s wholesalers have the re- 
tail contacts. During the war, whole- 
salers have had enough to sell to retain 
their retail contacts because they have 
not been forced to depend on any one 
product for a livelihood. Many manu- 
facturers have been unable to keep a 
sales force in the field, particularly 
if they had nothing which could be 
delivered. In the struggle to contact 
and sign up dealers, the wholesaler 
has the edge. The wholesaler also 
knows his territory, he has a nucleus 
sales force which is familiar with the 
dealers, he has helped the dealers 
through the war when manufacturers 
were often helpless. 

5. New retailers create special prob- 
lems. According to the Survey of 
Current Business, one tenth (9.9 per- 
cent) of all retailers disappeared in 
1942 and another 7.6 percent in 1943. 
To handle the post-war market, these 
stores will be replaced. In addition, 
even in normal years, 6-8 percent of 
all retailers go out of business and 
are replaced. In the problem of lo- 
cating new dealers, judging their abil- 
ity, analyzing the credit risk and col- 
lecting — in all these, the local whole- 
saler is at a tremendous advantage. 

To summarize, the war has forced 
many lines of business to start over 














both in manufacturing and marketing. 
In sizing up the post-war problem, the 
current situation suggests that many 
manufacturers will find the most effec- 
tive solution in reaching their post-war 
market to be through wholesalers. 
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There would indeed appear to be a 
good chance that wholesalers will be 
more widely used than in the imme- 
diate pre-war period. In weighing the 
pros and cons of direct vs. wholesaler 
distribution, the case for the whole- 

















saler appears to have strengthened 


since Pearl Harbor. 


Independent or Owned Wholesalers 


Manufacturer-owned wholesalers are 
called sales branches or sales offices. 
The sales branches carry stocks and 
ordinarily perform the regular whole- 
sale functions, specializing in the man- 
ufaaturer’s products (usually handling 
only his products). Sales offices carry 
no stocks and are not comparable to 
the independent wholesaler. In fact, 
sales offices sell large amounts to 
wholesalers. Here the discussion will 
cover only independent wholesalers and 
sales branches. 


For all nationally, in- 


products, 
dependent wholesalers had costs equal 
to 13.6 percent of sales in 1939 and the 
comparable figure for sales branches 


was 13.5 percent of sales. The actual 
cost of sales branches was greater than 
this figure for several reasons worthy 
of specific mention: (a) Sales branches 
made 24.2 percent of their sales to 
wholesalers, the manufacturer having 
to absorb the wholesale margin as well 
as the branch cost; (b) considerable 
business is usually credited to branches 
which would be handled direct if no 
branch existed; (c) cost accounting 
systems often permit branches to pass 
certain costs, such as supervision, back 
to the home office while this cannot 
occur when wholesalers are used. 


Low volume wholesalers are, in 
general, the higher cost ones. Many 
wholesalers are in cities whose volume 
would not permit branch operation. 
Comparisons should be made _ for 
similar territories and sales volumes. 
When these factors are considered, 
sales branches offer lower cost than 
wholesale distribution in surprisingly 
few lines of business. It should be 
stated, however, that certain lines of 


trade (tire and tube, for example) 
offer lower costs through the use of 
sales branches. Nevertheless, the op- 
eration of sales branches is not the low 
cost method of distribution in a large 
number of trades. 

Where branches have been closed 
during the war, the problem of secur- 
ing real estate and building equip- 
ment, of training sales personnel, and 
of the other incidents of a new opera- 
tion—all of these hurt the competitive 
position of the branch as compared 
to the wholesaler who has been on 
the job throughout the war. 

Manufacturers will also have severe 
production problems and many broad 
distributive puzzles, such as pricing 
to work out. To undertake the crea- 
tion of a branch system will compli- 
cate matters and slow up effective op- 
eration. With a limited number of 
possible outlets there is some reason 
to agree with the following thesis 
which is often heard from manufac- 
turers: “The share of the market 
which we get immediately postwar, 
we can hold. If we don’t get our 
share immediately, it may be lost for- 
ever.” The wholesaler will be on the 
job to secure his share of the dealers 
and to expand that share if possible. 
His ability to do a prompt job is a 
distinct advantage to the wholesaler. 
The case for the sales branch in the 
immediate postwar years appears less 
strong than it was before the fighting 
began. 


The Wholesaler in Streamlined 
Distribution 


Wholesalers can be a part of the 
lower cost distribution which has been 
forecast for the future. Progressive 
wholesalers have already laid definite 
plans for improved low cost operation. 
A few illustrations will be given. 

1. Wholesalers have been criticized 
for handling competive brands. This 
gives the manufacturer less brand sales 
pressure and may increase costs. Fewer 
competitive brands are in the post- 
war wholesale picture. In foods this 
may mean a drop from 10 to 4 brands 
of canned soups, or 5 to 3 brands of 
coffee. In the appliance field, it is 
likely to mean exclusive emphasis upon 
one, or a very limited number of 
brands of each product. Certainly, ex- 
clusive territory and one brand are 
becoming closer partners. When an 
efficient wholesaler promotes only one 
brand, one of the major reasons for 
sales branches disappears. 

2. Shortcuts are being developed. 
Delivery of major appliances from 
distributor direct to consumer on 
dealer order is being seriously con- 
sidered by some wholesalers. This 
offers economy in delivery cost, lower 


November 1944 — WHOLESALER’S SALESMAN 


dealer inventories, minimum credit 
risk, and many other advantages. It 
is expected that many 
this nature are “just 
corner.” 

3. Wholesalers 


cities. 


shortcuts of 
around the 


servicing units in 
Unified service by wholesale 
distributor also offers low cost opera- 
tion. This movement may develop 
slowly, but, if competition pushes, it 
offers a lower cost solution to some 
service problems. 

4. Aggressive wholesalers and their 
associations have been studying how to 
cut retail costs. And so have their retail- 
ers. In highly competitive fields, such as 
that of appliances, the price differential 
between chains and mail order houses 
and the independent may have hit its 
all-time high in the immediate pre-war 
years. The fluidity of thinking neces- 
sary to adopt such changes appears to 
be present today. Both “know how” 
and desire to cut costs are present. 
(Note: Thousands of GI Joes have 
indicated that they want to go into 
business for themselves. Those that 
enter retailing will need the help that 
only the wholesaler can give them. 
That is a duty that will be cheerfully 
assumed. It will also be an advan- 
tage.) 

Summary: These indications of the 
progressiveness of the modern whole- 
saler are significant. Many of the 
“dream” distributive systems which 
have been forecast are largely paper 
ideas; others are plans not yet backed 
by field experience. The four items 




















mentioned about wholesalers have al- 
ready been tried and tested along with 
many others. It will not pay to under- 
estimate the wholesaler postwar. 

As the evolution of distribution un- 
folds postwar, efficiency and 
will appear. The agencies of 
distribution which adopt the more ef- 
fective techniques will prosper. The 
wholesaler expects to maintain his 
pre-war position; he hopes to improve 
it. Certainly the wholesaler deserves 
careful watching. 


lower 
costs 
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Don’t be surprised if the Federal 
controls you buy for one ma- 
chine outlasts two, three or even 
four others. For—Federal builds 
‘em for long life. Designs them 
to withstand the rigors of hard 
usage. To take in stride shocks 

.. vibrations — or what have 
you. Expect to find, too, ample 
wiring space... easily remov- 
able contacts . . . efficient oper- 
ation... ease and economy in 
maintenance. For safe and 
dependable control of motor- 
driven machinery depend on 


Federal. 


FEDERAL ELECTRIC Tre COMPANY 
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C. Manvel Meter starter Type “A” 
sheet steel cabinet 
D. Magnetic Motor starter 
Type “U” — inside only 


E. Push button station 
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News Notes From N. E,W. A. 


By Alfred Byers, secretary 


National Electrical Wholesalers Association 





APPLIANCE DIVISION 
COMMITTEE MEETS 


The Appliance Division’s Com- 
mittee on Warranties, Service and 
Repair Parts met last month at 
N. E. W. A. headquarters. Under 


Mr. Peter Sampson’s chairmanship, 


the meeting spent an entire day 
delving into the problems related 
to the servicing and repairing of 
appliances from the appliance dis- 
tributor’s viewpoint. 

As a result of that revealing dis- 
cussion, it was decided to send a 
questionnaire to the entire major 
and small appliance distributing in- 
dustry with a view toward establish- 
ing the problems which the distribu- 
tors believe to be most pressing now 
and those expected to be trouble- 
immediately postwar. The 
committee felt the need for factual 
information of that kind in order to 
be in a position to assist the gen- 
eral consuming public, the associa- 
tion, and the industry at large in 
finding a solution to such problems. 

When returns are tabulated the 
committee will release the results 
to the membership and to the trade 
press. 

R. C. “Bob” Hill has now cov- 
ered a good deal of the eastern sea- 
board and some middle western ter- 
ritory in the interest of developing 
participation in the Appliance Di- 
vision. He has held a number of 
luncheon meetings with members of 
the trade in many localities. His 
reports reflect encouraging enthus- 
iasm for the division and its work 
to date. One gratifying result has 
been the applications received from 
the cities covered. 


some 


According to his 
latest reports the large initial mem- 
bership with which the Appliance 
Division announced its organization 
at Chicago, last April, will show a 
marked increase when the associa- 


tion meets at Chicago next April. 
Managing Director Charles G, 
Pyle and Appliance Division Chair- 
man E. B. Ingraham have devoted 
considerable time and energy to the 
direction of these developments. 


PRESIDENT BUSEY 
ADDRESSES N.E.C.A. 
N.E.W.A. President John L. 


Busey addressed the annual meeting 
of the National Electrical Contrac- 
tors Association on October 3, at 
French Lick, Indiana. His subject 
was: 

“Post-War Plans of the Electrical 
Wholesaler.” 


N.E.W.A. NEWSLETTERS 

N.E.W.A. Newsletters 
published especially for apparatus 
and supplies, and another for appli- 
ances) have been praised lately as 
particularly interesting and helpful 
by quite a few members. Several 
very timely and valuable booklets 
and articles have accompanied recent 
Newsletter have 
said that the information they have 
been receiving has been found prac- 
tical and useful in their planning 
and operations. 


(one is 


issues. Members 


N.E.W.A. VETERANS’ PLAN 
CREATING INTEREST 


The veterans’ employment plan 
proposed in the report of the 
N.E.W.A. Post-War Planning 
Committee at the annual convention 
in Chicago last April is still a major 
news item. Since then, the plan has 
been worked out in detail, so as to 
make it readily and easily adaptable 
to single community operation 
wherever that is desired. 
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A general announcement of the 
N.E.W.A. plan’s availability was 
made by Managing Director Pyle 
during his remarks to the Inter- 
national Association of Electric 
Leagues’ meeting at Detroit in Sep- 
tember. In view of the interest 
shown in that announcement, Mr. 
Pyle has furnished a copy of the 
detailed suggested N.E.W.A. plan 
to all “Leagues” according to the 
mailing list supplied by the 
I.A.E.L.’s secretary. 


N.E.W.A. EXECUTIVE 
COMMITTEE MEETS 

The Executive Committee of 
N.E.W.A. held a two day meeting 
at New York, October 25 and 26. 
The Committee discussed fully sev- 
eral particular matters of association 
interest in addition to devoting 
much time to general affairs of the 
association. 

Veterans’ employment, surplus 
war goods disposal, and reconver- 
sion were prominent subjects on the 
agenda. Sales and operating prob- 
lems of distributors, as 
they are likely to shape up in the 
months ahead, 


wholesale 


also received discus- 
sion during the two days of sessions. 
President Busey reported on the 
great deal of work done by the Man- 
agement Committee since the last 
Executive Committee meeting at 
Chicago in April. Special reports of 
several Association Committees re- 
ceived consideration. Altogether the 
work of the Executive Committee, 
through the long hours of the two 
days, disclosed that N.E.W.A. has 
been a _ very organization 
through the war days, with the likeli- 
hood of being even busier postwar 
in behalf of the good of the entire 
electrical distributing industry. 


busy 
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NEW PRODUCTS 








LIGHTED WALL SWITCH PLATE —— 









































LumiNite Wall Switch Plate features a 
shielded light that comes on automatical- 
ly when room lights are turned out, and 
remains off whenever room lights are 
burning. Unit fits any standard switch 
and may be used in three and four-way 
switch arrangements. Associated Products 
Company, 74 East Long St., Columbus 
15, Ohio. 
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FITTING 





No. 3046A fitting, designed to take the 


20 amp. twistlock type receptacle or any 
standard device when mounted in Wire- 
mold No. 3000, is suitable in industrial 
plants for bench wiring, dollies and in 
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other locations where heavy duty re- 
ceptacles are required for portable tools. 


The Wiremold Co., Hartford, Conn. 
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FLUORESCENT FIXTURE 


Fluorescent fixture, Futurliter, is made for 
2 and 3 rows of 40-watt lamps. It may be 
mounted directly to ceiling or suspended. 
Built in sections for continuous-flow light- 
ing, this unit is available with cooling, 
air-disinfection, and color improving sec- 


tions. Edwin F. Guth Co., St. Louis 3, Mo. 


When writieg WHOLESALER’S SALESMAN 


MECHANIC'S LIGHTING UNIT. 


: —« 
| ee 


Double-cirucit mechanic's light, with re- 
ceptables for plugging in small power 
tools and additional fixtures, is available 
for either 50 or 60 cycle current. The 
24 inch unit contains two 20-watt lamps 
while the 48 inch unit contains two 40- 
watt lamps. Lumidor Manufacturing Co., 
3120 East Pico Blvd., Los Angeles, Calif. 
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TIME SWITCH 





Type S-2130 time switch is used for con- 
trolling signs, commercial lighting, attic 
fans, oil burners, motors, etc. It is en- 
closed in a case with glass window to 
check operation. Motor is slow speed, 
self-starting, self-lubricating synchronous. 
M. B. Austin Co., Chicago, Ill. 
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INDICATOR LAMP 
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A feature of the small molded plastic in- 
dicator lamp is a lock-on color cap. Base 
is mounted directly to the back of the 
instrument panel and the color cap is 
screwed into the base through the panel. 
The lamp takes 6 to 8-volt bulbs. General 
Electric Co., Schenectady, N. Y. 
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(Continued from Page 55) 
W. R. G. Baker, vice-president in 
charge of electronics, General Electric 
Company. 

When last compiled the registration 
of distributing firms totaled 257, with 
the probability that many showed up 
at the conference but had registered 


too late for the list. Two hundred and 


forty-nine manufacturers of electronic 
parts and equipment had conference 
booths. 

At the distributors’ luncheon on Fri- 
day, that group heard Edward Butler, 
manager of the marketing division of 
P. R. Mallory Co., Inc., who spoke on 
“A Check-Sheet for Post-war Plan- 
ning.” 





Miller Company Celebrates 
Century of Lighting Progress 


Unique among manufacturers of electric lighting equip- 


ment in that its record of making lighting fixtures ante- 


dates Edison’s first incandescent lamp, Miller Company’s 


products progressively mark a century of lighting progress 


ITH October 1944 marking com- 

pletion of one hundred years of 
continuous business existence for The 
Miller Company of Meriden, Conn., 
its officials have been wondering how 
to arrange some suitable celebrating 
under existing war-time conditions 
and with endless WPB, OPA and va- 
rious other restrictions cramping the 
style of the would-be celebrants. 

So, in order to avoid any possible 
criticism, Burton G. Tremaine, Jr., 
president of The Miller Company, has 
announced that October 1944 to Octo- 
ber 1945 will be a continuous “Cen- 
tennial Year” and that a program of 
appropriate ceremonies to mark the 


company’s turning of the 100th mile- 
stone will be offered sometime within 
“Centennial Year,” when and as con- 
ditions warrant. 

Meanwhile, amateur historians 
within the electrical industry have 
been trying to figure out how in this 
year 1944 any company engaged in 
making electrical lighting equipment 
can celebrate a 100th birthday when 
the first electric incandescent lamp was 
not produced by Thomas Edison until 
1878, only 66 years ago. 

However, Miller officials point out 
that in 1878, when Edison made that 
first electric lamp glow, Edward Mil- 
ler, the founder of The Miller Com- 











The original factory of The Miller Company at Meriden, Conn., a wooden struc- 
ture built to provide facilities for the company’s expanding business of making 


candlesticks, whale oil and kerosene lamps. 


Destroyed by fire in 1856. 
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pany, already had been making vari- 
ous types of lighting equipment for 34 
years. 

Up in Meriden, Conn., where the 
Miller plants are located, old business 
records show that Edward Miller 
opened his little shop in 1844 and be- 
gan to make candlesticks, springs, 
screws, etc., at the age of 17 years. 
He had qualified himself for the work 
he undertook by learning the rudi- 
ments of metal craftsmanship in the 
Meriden workshop of Horatio N. 
Howard, but, because he was a minor, 
he got his father to join him, lend him 
$800, and formed the partnership of 
Joel Miller & Son. 

In 1844 lighting was provided 
mainly by candles. And candlesticks 
were in wide demand. So Edward 
Miller made them—made them out- 
standingly ornamental as wel! as use- 
ful. And his business grew. Whale 
oil was also used for lighting. So he 
designed and produced and sold whale- 
oil burners and lamps. And lamps for 
the burning of camphene—an explo- 
sive mixture of turpentine and alcohol 
—and other burning liquids. 

When kerosene became available, 
Edward Miller was among the first in 
America to design and market a kero- 
sene burner—the first of a good many 
“firsts” in new lighting fixtures to come 
out of the Miller workshops and plants. 

It wasn’t all “cake” for Edward 
Miller. The large wooden building 
which expanding business had led him 
to erect on the site of the present huge 
Miller plant, was destroyed by fire in 
1856. Temporary quarters were se- 
cured, and the business went on. And 
a new workshop was built. Then came 
the panic of 1857. And, after that, the 
Civil War—1861 to 1865. Miller took 
everything in his stride. Indeed, he 
contributed to the war effort. Miller 
lamps provided light for the com- 
manding officers of the Union Army, 
as they made plans late into the night 
while “tenting on the old camp 
eround.” 

Miller lamps also provided light for 
China. Shipload after shipload sailed 
off to the Far East. Simple, inexpen- 
sive lamps—just what China needed. 
They established the fame of Miller in 
that far-away land so firmly, that 
when Mme. Chang Kai-shek visited 
America recently, she purchased for 
use in her Chungking home a Miller 
fluorescent desk lamp. And her hus- 
band, the great Generalissimo, liked it 
so well that he ordered several for 
his own study. 

By 1866 the business had assumed 
such proportions that Edward Miller 
felt he could no longer handle it alone. 
So Edward Miller & Co., a joint stock 
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No, this is no joke. Many businessmen have vol- 
unteered to aid the paper shortage by spending vaca- 
tions from their companies in the timber country, 
helping out on the man-power problem in the paper 
pulp industry. 


Not that you have the time to do this. Nor that 
tree-chopping is exactly in your line. But, until the 
man-power shortage in this vital industry is over, 
until our armed forces no longer are spread all over 
the world where food, ammunition and medical 
supplies must be shipped them in paper protection 


wrappers, there is a chopping job you must do. You 
must chop the use of paper in your business. 


Sure, you've done plenty of this in the past months. 
But right now the need for paper is greater than 
ever. So the government asks you again to examine 
paper usage in your firm, see if you can’t make even 
further savings. 


And don’t forget that baling wastepaper and sending 
it to a reprocessing plant is a most important part 
of the paper conservation job. 


USE LESS PAPER— SAVE ALL WASTEPAPER 


This advertisement contributed by this publication and prepared by the War Advertising Council in cooperation with the War Production 
Board and the Office of War Information, 
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A century of lighting progress, seen in samples of The Miller 
The company started in 
expanded to 
candelabra (2), then whale-oil lamps (3), and several types 
of kerosene lamps when this fuel became available (4). The 
company was among the first to make fixtures for illuminating 


Company’s line of lighting fixtures. 


business making candlesticks (1), 


corporation with $200,000 capital, was 
formed. Plant extensions built. 
Special departments for creative engi- 
neering, productive engineering, and 


were 


laboratory tests, were organized. 

Then came new methods of refining 
petroleum. And better 
the result. New burners 
quired. And the first of them was de- 
signed and marketed by Miller. Later, 
in 1884, Miller produced the Roches- 
ter Lamp. It was a tremendous suc- 
cess, and widely imitated. So Miller 
engineers got to work and designed an 
even better lamp which they called 
“The Miller Lamp.” And the lighting 
trade liked it so well that they called 
it “The Perfect Lamp.” It had a 
world-wide sale. 

On the heels of kerosene came the 
“fish-tail” gas flame of the crinoline 
days—the steadier light of the Wels- 
bach mantle—Edison’s fila- 
ment incandescent lamp. 

Miller was one of the first in Amer- 


kerosene was 


were fre- 


carbon 


ica to produce a combination gas and 
electric fixture. And as each improve- 
ment in the incandescent lamp—from 
the simple carbon down to the mod- 
ern tungsten filament—came along, so 
did Miller with a fixture that would 


elaborate 


suit the market. When Miller learned 
that a better fixture for the fragile 
tungsten lamp had been conceived, the 
inventor’s company and business was 
absorbed. And the first complete store 


installation of this better fixture— 





Edward Miller, Sr., founder of The Mil- 
ler Company, pioneered the development 
of lighting fixtures of all types. 
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gas (5), and special combination gas and electric fixtures (6). 
Progress was continued with fixtures to suit each improvement 
in electric lighting, from reflectors for bare bulbs, (7) to 
indirect (8) and enclosed fixtures (9). 
company’s modern fluorescent fixtures and old-time models 
of gasoline and acetylene lamps. 


Not shown are the 


1,500 lamps—in its day the largest in- 
stallation in the world—was made by 
Miller in the Kaufman store in Pitts- 
burgh in 1910. 

The improvement in lighting gave 
rise to great activities in the labora- 
tories of science, directed toward the 
finding and developing of better light 
Miller kept in close contact 
with them. So that, as fast as a new 
light source was revealed to the 
world, Miller would design equipment 
for its use. 

When the intense light produced by 
an electric are striking mercury vapor 
was revealed at the turn of the cen- 
tury, Miller soon put on the market 
proper equipment for its use, and a 
little later followed with new units 
which greatly broadened its lighting 
application. 

In 1921 the Miller Company broad- 
ened its scope by taking over the Gen- 
eral Electric’s Ivanhoe-Regent Works 
and Duplexalite Works, with their 
lines of “Ivanhoe” and “Duplexalite” 
units for direct, indirect, and semi- 
direct industrial and commercial light- 
ing. 

When the news of the revolutionary 
fluorescent light was flashed to the 


sources. 
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| world in 1938, The Miller Company— 
| in keeping with its pioneering tradi- 
| tion—soon offered carefully planned 
( | and tested equipment for its use, and, 

+ in 1939, it was the first to produce the 


ws : : 
A § continuous wireway fluorescent light- 
* S 






ing system, 

As far back as 1868, in order to 
make his company as self-sustaining 
as possible, Edward Miller built a 
rolling mill—and a foundry for cast- 
ing lamp and fixture parts from metal 
formulae of Miller preparation. The 
Miller Rolling Mill Division in addi- 
tion to supplying Miller needs, markets 
to leading metal fabricators vast quan- 
tities of phosphor bronze and brass in 





MORE THAN A MILLION “‘B” batteries, over 






12 million “A” cells and almost 2% million bat- 
teries for carbon instruments were used by hear- 
ing aid owners in 1943! These people use almost 


Feather Weight Battery $400,000 worth of hearing aid batteries every 
No. XX30E above-—isa 


/ y slw 4 > * 
ieniimeiiaiaiiaintes, month! Today one family in 4o has someone us 


ing a battery-powered hearing aid. And the 
development of low-priced instruments is attracting thousands of new 
users every month! Burgess has led this field through product engi- 
neering and design and by consistent advertising to the hard of hearing. 


Burgess advertising regularly reaches consumers through 31 national 





magazines and 1,629 weekly newspapers. Today, of course, Burgess 
Batteries are War Batteries—but you should plan now for tomorrow’s B. G. Tremaine, Jr., current president 
dry battery business. Remember! ... it’s the complete line that builds of The Miller Company. 


fits! B ss Battery Company, Fr rt, Illinois. , . 
a —e sheets, strips, and rolls. In February 
of this year, the Miller Rolling Mill 


output of phosphor bronze—practi- 





























PORTABLE RADIO BATTERIES cally all of it going into the war ef- 
Sr fort—was a little more than one-sixth 
SS .. aa of the entire American output. 
Fal mel ay) When gas, electricity, and fluores- 
o | ofp bi cent light out-moded gas and kerosene 
om S/ ° ° ° a oe » 
(Say; 4 ! : as a light provider, the Oil Division of 
—_ ie = e— > Naz The Miller Company turned its atten- 
a may , ~ tion to the designing and production 
of oil-burners for heating homes. They 
fa} decided that the widest field for the 
5 , | ~<a , 
>] use of oil-heating would be in small 
_ A) : in Pg 
ey \ 4 \ homes. So they designed an efficient, 
4 \ & \ inexpensive oil-burner for that pur- 
— yoo” 5 | pose. But just as it was beginning 
, q | to get distribution, the war broke out. 
SPECIAL PURPOSE BATTERIES FARM AND HOME BATTERIES | Priorities interfered with its continu- 


ing construction. So Miller turned to 
the Army demand for small oil-heat- 
ing units, and, working with Army 
Engineers, designed and _ produced 
complete winterization kits (portable 
oil-heating units) for Army barracks, 
crawler tractors, road graders, and air 


suncess B U R G ESS cy-Weas R ! | a compressors, to keep them in operation 


Garreny 


conunay in the coldest weather. 
Famous for the WORLD'S MOST COMPLETE LINE of dry batteries Edward Miller, the founder, filled 


the office of president of The Miller 





At least one extra for the SIXTH! - 
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Company until 1909. In that year his 
son, Edward Miller, Jr., succeeded 
him. Burton G. Tremaine, Jr., the 
present president, took office in 1923, 
and Mr. Tremaine reports that all the 
Miller plants are today engaged prac- 
tically 100 percent in war work. 
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Appliance Distribution 

Preparations for a national survey AW 

of the electrical appliance distributing \ \ \ 

industry by the National Electrical \\ << \\ KX wy 

Wholesalers Association have been \ \ ( \ 

completed by the Warranties, Service MOAN AKC MS 

and Repair Parts Committee of the 

Appliance Division of NEWA. 
According to Charles G. Pyle, man- 

aging director of NEWA, the purpose 

of the survey is to determine what are 

the chief problems now, as well as 

those most likely to be troublesome 

immediately postwar, in the servicing, 

repairing and guaranteeing of appli- 

ances. / 
A comprehensive survey is ready for NO. = “BULL DOG” 

distribution to the appliance division NO. 252R TWO GANG BOX PIPE OR CONDUIT HANGER 


membership of the association and to Two gang adjustable Floor Box. No. 208 Convenient and highly efficient for hanging 
‘ , Bante Receptacle in one section. One cover plate pipe or conduit ('/2”, 34” and |”) to steel 
electrical appliance distributors not has '/,"' flush brass plug and one has 2" beams up to %” thick—or for use as ground 


affliated with that organization, he Hush ores plug. clamp. 
said. 

Results of this survey will supply | 
this committee with first-hand infor- EASY TO INSTALL — DEPENDABLE 
mation previously not available but 
which is vital to a proper and adequate Reconversion for peacetime production will require the same speed 
understanding of the operations of the 
industry and possible improvements 
which may gern ; Mr. Price again the factors of speed, efficiency and labor saving point uner- 


stated. ringly to Latrobe Products. Yes, Latrobe Products have the call for 

He said that the final report of the 
survey will be supplied to the press in 
order that the vital data will be avail- 


able to everyone concerned with the 

subject. . 
Members of the Warranties, Service 

and Repair Parts Committee are: 

Peter Sampson, chairman, Sampson 

Electric Co., Chicago; F. W. Greusel, 


Greusel Distributing Corp., Milwau- “BULL DOG” 
kee; A. F. Head, GE Supply Co., | ~ INSULATOR 
Cleveland; R. C. Litchfield, Graybar, | NO. 285 “BULL DOG” SUPPORT 


ee ee T a ns “LATROBE” BX CABLE With thi ‘ 
New York; oe ¢ Urban, W estinghouse pouels BUPLEX pol ee a ge 
Electric Supply Co., New York; and RECEPTACLE celain or glass in- 
C. J. Zamoiski, Jos. M. Zamoiski Co NOZZLE enekenieenpe True tatrobe’’ —sulators, may be 
Je = gun ahs oN . og . quality is built into astene uic 
Baltimore, Md Shown with No. 200 Shown with No. 200 these handy little and securely to on 
(ies Cover Plate. Com- Cover Plate. Ten staples. Supplied in posed steel frame- 
pact, efficient and Amp. 250 Volt Re- cartons, kegs and work without punch- 
easy to install. ceptable. barrels. ing holes. 


‘ts re 
a FULLM 
Company, Los Angeles, in ‘“recogni- \\ \ \ 
tion of their continued high efficiency (SNS WAYS 


in the production of war materials.’ \ 
In peacetime, Thermador manufac- L : 
tures electric ranges, water heaters, . \ 
room heaters and transformers. ee 
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and thoroughness experienced in war emergency construction—and 


all industrial and commercial as well as residential jobs. 























The Best Illumination 
is FMG/NEERED 





$B |e no place for guesswork 
in modern industrial lighting. 
Every plant that needs lighting 1s 
worth lighting correctly. 

And illumination that is properly 
and scientifically planned does the 
job correctly and costs less in the 
long run. 

Goodrich illuminating engineers 
are ready to help you plan any 
lighting installation. They start 
with the basic problem—select from 
the hundreds of sizes and styles of 


equipment that which is scientifi- 
cally designed for your specific job. 
Their experience, ranging from the 
simplest to the most complex light- 
ing problem, is at your disposal— 
to help you provide comfortable, 
abundantillumination, properly en- 
gineered to your own requirements. 
Yes, today illumination engineer- 
ing is an exact science that will help 
you keep production moving, re- 
duce errors, and improve working 
conditions in your plant. 


Sold through electrical wholesalers 
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Wholesaler Emphasizes 
Basic Selling 


Leo Weeks of the California 
Wholesale Electric Co., Los Angeles, 
has recently been advanced from the 
order desk to outside salesman, in 
which work he will specialize in the 
contractor-dealer field. In making this 
announcement, J. E. Bisset, sales man 
ager, said that they have recently 
added the Leader Electric Mfg. Co. 
line of fluorescent lighting equipment. 
Leader is now represented in southern 
California by Factory Agent H. D. 
Morton, who had previously been with 
the General Cable Corporation. 

Another new line for California 
Wholesale Electric is the Goodrich re- 
flector line, which Bisset says is very 
active now in that area, with V. T. 
Rupp, manufacturers’ agent giving ex- 
cellent cooperation. 


Appointed To 
Appliance Post 


G. A. Cromwell has been appointed 
head of the home appliance depart- 
ment of Stratton-Warren Hardware 
Company, Memphis, Tenn., according 
to announcement from that city. 

Before the war, Mr. Cromwell was 
manager of an appliance department 
in a local department store, and later 
became co-ordinator of 
relations for the store. 


government 









EDISON TOWER of light shines 
again, but only for one night to com- 
memorate 65th anniversary of the first 
lamp. Charles Edison, son of the in- 
yentor, in center above, operates the 
tower’s master switch at Menlo Park, 
N. J. At left is Major George Giger, 
a commissioner of Edison Park; at 
right, John Coakley, historian of Edi- 
son Pioneers. 








emer 





PAPER SALVAGE drive strikes bo- 
nanza in wholesaler’s old, out-dated 
catalogs and price sheets. Spurred on 
by a general memo from NEWA 
headquarters, Dauphin Electric Sup- 
ply Co., Harrisburg, Pa., through 
lighting fixture manager “Bill” Rob- 
ison, above, filled several boxes by 
thumbing through and discarding sev- 
eral years’ collection. 





Better Sight Group 
To Resume Activity 


3elieving that the time is not far off 
for the removal of WPB restrictions 
on the manufacture of portable lamps, 
the Advisory Board of the IES Better 
Sight Lamp Manufacturers decided 
to resume organization activities on 
November 1. 

Electrical Testing Laboratories, Inc., 
of New York will continue as the test- 
ing and certifying authority and the 
certification plan undoubtedly will ex- 
tend beyond the so-called scientific or 
sight-saving lamp to include almost 
every kind of portable lighting unit. 
3efore war restrictions set in, some 
60 portable lamp and shade manufac- 
turers participated in the IES Better 
Sight Lamp program. The lamp people 
point out that the first certified lamps 
to come after the “thaw” probably will 
look like the last ones before the 
“freeze,” but they predict that devel- 
opments already perfected, to say 
nothing of those now in the laboratory 
stage, assure a post-war product far 
beyond anything of the past. 

Representing the makers of certified 
lamps as an advisory board are: Paul 
C. Calissi, Calpa Products Corp., 
Philadelphia; H. R. Feldman, Mitch- 
ell Mfg. Co., Chicago; Burdette. H. 
Martin, Art Lamp Corp., Chicago; 
\. D. Salem, Salem Bros., Linden, 
N. J.; Fred Schwartz, Artistic Lamp 
Mfg. Co., New York; Harry Wilson, 
\rton Studios, Philadelphia; C. F. 
Bookman, Jr., The Railley Corp., 
Cleveland, with Don Julien of Foster 
& Davies as secretary. 


SAFETY plus SERVICE 


JUSTRITE SAFETY PRODUCTS 


When you have a bonafide, double-bar- 
reled sales argument...dependable service 
plus maximum safety . . . it’s no trick to 
ring up sales. Dealers everywhere are 
planning for stocks of sturdy Justrite 
Safety Products. It’s a profitable line for 
dealers . . . it’s tops in Service and Safety 
for the customer. 


THE NEW JUSTRITE HANDY FLASHLIGHT 


The light with an instant appeal. There’s 1500 
candlepower at the flick of the switch .. . 3 
standard flashlight cells for dependable service. 
It fits in the palm of the hand, or on a belt clip, 
and can be stood on a flat surface. The plastic 
case “‘seals-in” all Justrite Safety Features. A 
mighty midget flashlight that’s . . . Justrite. Model 17-S 


ALL-PURPOSE SAFETY TYPE SERVICE LANTERN The 
finest of portable light. Has twin-bulb feature that gives 
double protection against bulb failure... a “kick-out” bulb 
socket immediately ejects broken bulb. Auxiliary bulb slides 
into center position by simply throwing a switch. Fixed 
guard protects face of lantern ... movable guard-base gives 
added protection and all guards are spark-proofed for safety. 


APPROVED FOR SAFETY... JUSTRITE 
The above lights are approved by the Underwriters’ Laboratories, Inc., 
for use in Class 1, Group D locations, by the U. S. Bureau of Mines 
for Safety in Methane Gas and Air Mixtures; and by the Bureau of 
Marine Inspection and Navigation for Pump Rooms of tank vessels. 
There’s a Justrite Safety Service Light for every occupational hazard 
Model 44-S . .. a light that’s always there when and where you need it. 
You too play it safe all the way when you stock and recommend . 
Justrite. 
OTHER JUSTRITE SAFETY PRODUCTS . . . include the Justrite Safety Can, the safe and 
sane container for handling and storing flammable liquids. The Safety Filling Can 
with the long, flexible metal spout, for maximum safety in pouring “touchy’’ liquids 
and the Oily Waste Can that holds dangerous, oily waste safely . . . with little chance 
of combustion. These containers are all approved for Safety. 
Write today for information on the complete line of Justrite Safety Products .. . it 
pays to stock the best. 


JUSTRITE MANUFACTURING COMPANY 2063 N. Southport Ave., Dept. A-4, Chicago 14, Ill. 
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SAFETY CANS | FILLING CANS - OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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Your Men 
Must Talk! 


After product-development and market analysis, 
after the advertising campaign, after the sales 
school, there comes the time when YOUR MEN 
MUST TALK! 


The salesman, talking to the individual pros- 
pect; the executive, addressing a conference; the 
public relations director, before a civic gather- 
ing; the sales manager, seeking to inspire his 
all these must TALK! 


men 


Effective speaking: Needed by every one, 
attained by but a few! 
business assets: Train your men to talk ef- 
fectively. 
standing coach of effective speakers, can help 


WE 
Wi 


you! 


SPEAK 
—AND 


Place it among your 


This vital new book, by an out- 





A Short Cut to Results 
By WILLIAM P. SANDFORD 


Director of Sales 


Agricultural Association and Associated Companies ; 


Division of Public Speaking, University of Illinois. 


169 pages, 15 illustrations, 8 charts, $2.00 
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Head, 


Training, 
formerly 





11 OUTSTANDING TALKS: 
Eleven speakers, prominent in 
the business world, have con- 
tributed their best talks to 
this book. Eric Johnston, presi 
dent of the U. S. Chamber of 
Commerce; “Jim’’ Conzelman, 
noted football and baseball fig- 
ure; “Bill’’ Holler, Chevrolet 
sales manager; Richard Patter- 
son, Jr., business executive and 
ambassador; Bruce Barton, ad- 
vertising master these and 
others are represented. Their 
speeches are yours for study 
and analysis. 


THIS BOOK IS BRIEF: 

176 pages full to the margins 
with practical, tested hints. Let 
this vigorous, result-getting 
book go to work for you. 

As one sales training director 
said: “This book is ALIVE... 
it is something new in effective 
speaking.”” To satisfy yourself 
that Speak Well—and Win! can 
help you, just fill out the cou- 
pon today, and a copy will be 
sent 10 days on approval, en- 
tirely without obligation. 





SE 6a tke cea ies 
Address ...... 

City and 
Position 


Company 
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Twenty-four years of know-how and success in developing successful 
speakers went into this book. In it the author strips away the non- 
essentials which have cluttered instruction in speaking. He presents, 
for the first time in print, his new, dynamic formula for preparing 
and presenting a talk. 


‘ ‘C-1-M-A’ + 
(Communicate, Illustrate, Motivate, Activate) 


In four vivid chapters, the author shows how 
the individual can put aside fear, and concentrate 
on the essentials which build speaking success: 
how to gain and hold attention, “show the pic- 
ture,” move men to action, and see to it that action 
follows the speech. 

Twenty, condensed, practical “Hints to Speak- 
’ answer the questions that the average business 
man asks about speaking: how to outline a talk, 
how to open strikingly and close with compelling 


’ 
ers 


force, how to design different types of speeches, 
how to evaluate one’s own progress, how to handle 
the publicity end of speeches. Twenty-three col- 
orful illustrations help put this book’s ideas across. 
You'll enjoy reading it, and what’s better, you'll 
find it immediately adds to platform effectiveness. 


USE THIS McGRAW-HILL BOOK IN YOUR TRAINING COURSES 


PSS SSS SS SSS SSS SSS SSS SSS SSS SSS St Sess s esses SSS sess ess 


McGraw-Hill Book Co., Inc., 330 W. 42nd St., New York 18, New York 
Send me Sandford’s SPEAK WELL 
In 10 days I will send $2.00, plus few cents postage, or return book postpaid. 
postage on orders accompanied by cash remittance.) 


AND WIN! for 10 days’ examination on approval. 


(We pay 


WS-11-44 











Appliance Migr. States 
100% Wholesaler Policy 


The establishment of “as strong a 
jobbing policy as possible,” with sales 
of nationally advertised line of appli- 
ances confined to recognized whole- 
salers of electrical appliances, has been 
announced by the Proctor Electric 
Company through its president, R. M. 
Oliver. In the past, this company, a 
division of Proctor & Schwartz, Inc., 
has sold appliances to retailers on a 
direct basis. 

Along with this announcement, the 
company stated that it would not seek 
any price increases for its line of traf- 
fic appliances but will market its prod- 
ucts at 1942 prices. 

In an eleven-point outline of policy 
which accompanied its plans for re- 
conversion to appliance manufactur- 
ing, the company, through Mr. Oliver, 
said that it will spec‘alize in automatic 
electric appliances and will limit. its 
efforts to the traffic appliance field. In 
order to produce more goods at lower 
prices, Mr. Oliver stated, “sizeable” 
investments in new manufacturing fa- 
cilities and equipment have been pro- 
jected to make the company’s plants 
“ultra-modern” in every respect. 

Although completely new irons and 
toasters have been designed and “pop- 
ularity-tested,” manufacture of these 
will not begin until it can be done 
without sacrifice of unit quantities. 


Carrier Organizes 
“Purchase Clubs” 


As a means of establishing an “or- 
derly first come first served” proced- 
ure in the sale of air-conditioning 
equipment the Carrier Corp. has insti- 
tuted a “purchase club” plan which has 
met a gratifying response from indi- 
vidually operated retail establishments, 
M. T. Firestone of that company’s 
marketing division told a meeting of 
the Sales Executives Club of | 
York recently. 

The plan, which calls for buyers to 
“save on time” rather than paying on 
time, has advantages for buyers and 
dealers alike, he explained. 


New 


Rauland Corp. Buys 
Phototube Division 


Announcement has been made by 
the Rauland Corp. of Chicago of their 
recent purchase of the phototube divi- 
sion of GM Laboratories, Inc., Chi- 
cago. This phototube line is identified 
by the well-known trade name, “Visi- 
tron.” 
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Coast Wholesaler 
\dds Two New V. P.’s 


W. J. Lancaster and W. A. Collier 
ave been appointed vice-president of 
he Leo J. Meyberg Co., San Fran- 
isco, according to announcement by 
\. H. Meyer, president. 

Mr. Lancaster becomes vice-presi- 
lent of the San Francisco division. 


W. J. Lancaster 


He was formerly sales manager for 
northern California. He joined the 
Meyberg organization in 1931 as man- 
ager of the record department. 

Mr. Collier will be vice-president 
ind assistant general manager with 
general supervisory duties. He is first 


W. A. Collier 


ice-president of the Sales Managers 
\ssociation of San Francisco, and was 





KLEIN quay 


PROVES ITSELF 
ON THE TOUGH JOBS 





If you have ever been up on a 50-foot 
stick with a winter wind whistling around 
your ears’... if you have ever had to 
work on tough-stranded cables, or heavy 
insulated wire under these conditions, 
you know how important good equip- 
ment is. 

Tough jobs are the best laboratory to 
test the true quality of tools and equip- 
ment, and in this laboratory of actual 
use, Klein’s have been proving their 
high quality “‘since 1857.” 

Men on the pole recognize the impor- 
tance of quality pliers and wrenches, 
safety straps and belts, grips and con- 
nectors—that’s why you will find so 
many “linemen are Kleinmen.” 


ASK YOUR SUPPLIER 


Foreign Distributor: International Standard 
Electrical Corporation, New York 


LEIN This book on the care and safe use of tools 
KLE will be sent without charge upon request. 


momen WO LE EN com 


ILLINOIS 


well-known sales executive before | 
oining Meyberg. Mm 3200 BELMONT AVENUE, CHICAGO 18, 
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FUSE COMPANY, LTD. 


116 E. FIRST STREET 
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NEW JOB for J. L. Askey, after 25 ” 
years with the GE Supply Corporation, 

is the position as Merchandise Man- bs 

ager for Motter Electric Company, re- we 

cently expanded electrical wholesaling al 

concern in York, Pa. aie 

Di 

in 





JAMESTOWN, N. Y. 
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Graybar Appoints 
New Managers 


Several new assignments of duties 


Oo 
have been announced by the Grayba 7 
Electric Co., Inc. tea 
On November 1, L. B. Westfall be t 
came Ohio Valley district managet oi 
with headquarters in Cincinnati. [1 oo 

addition to heading up the Cincinnat 
- 


office and warehouse operations he 
will have jurisdiction over Graybar 
offices and warehouses in Nashville, 
Tenn., Columbus and Dayton, Ohio, 
and Louisville, Ky. Mr. Westfall 
joined the organization in 1916 as an 
accountant. 

Another veteran of 28 years with 
the company, C. E. Furber, has taken 
over the duties as manager of the 
Graybar office in Columbus. Sine: 
1939 he has been supply sales manage 
at Minneapolis. 

In the southwest, G. T. Marchmont 
has been appointed district manager 
with headquarters in Dallas. He re 
places M. A. Buehler who is retiring 
on a service pension. Mr. Marchmont 
has 36 years of experience with th« 
company, starting with the Wester: 
Electric Company in 1908 at Atlant: 
In his new position he will have juris 
diction over offices and warehouses 
in Houston, San Antonio, Corpus 
Christi, Fort Worth and Beaumont, 
Texas, and New Orleans, La. 

R. W. Kimberlin has been mad 
Mississippi Valley district manage 





vith 
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the 
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ize! 


nont 
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re 
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nont 
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ter! 
inti 
Iris 
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ont, 


wr Graybar, with offices in St. Louis. 
He will have jurisdiction over offices 
nd warehouses in Memphis, Tenn., as 
vell as those in St. Louis. He started 
vith the company in 1922 at San 
‘rancisco. Since 1936 he has been 
anager of the Salt Lake City terri- 
tory. 

The managership of the Erie dis- 
trict in Cleveland has been assigned 
to W. E. Henges. He replaces A. L. 
Perry who is retiring on a service 
pension. He has been with the com- 
pany for 31 years. In his new posi- 
tion he will have jurisdiction over 
ffices and warehouses in Cleveland, 
Toledo and Akron, Ohio. 

Effective October 1, V. K. Stalford 
will take over the duties as district 
merchandising manager for Graybar 
it Detroit. He replaces J. P. Wear 
who has been moved up to district 
merchandising manager with head- 
quarters in Philadelphia. Mr. Stalford 
will supervise the distribution and 
sales of appliances, radios and hearing 
aids through the entire Wolverine 
District, which includes Detroit, Flint 
ind Lansing, Mich. 


REA To Help 
New Farm Devices 


Rural Electrification Administration 
has asked all college and other lab- 
oratories which have developed or 
done research on electrical agricul- 
tural equipment but have not developed 
it commercially to notify REA, which 
will attempt to locate manufacturers 
for the equipment. 





NEW INSULATION on tour to show 
its use in electrical equipment. Winsor 
Brown, manager of Fiberglas traveling 
exhibit, sponsored by Owens-Corning 
Fiberglas Corp., shows where this insu- 
lation is used in a modern 5 HP elec- 
tric motor. 








yi BUILDER 


Mr. Tops, the Paragon 
symbol of quality 





800 Series 
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2500 Series 


Paragon time switches and industrial 
timers win friends and satisfy customers. 
They insure top quality installations. Use 
them on your next job. 


Only $13.00 List 


300 Series self-lubricating time switches 
are accurate and durable for controlling 
stokers, oil burners, blowers, pumps, 
valves, air conditioning, etc. America’s 
leading time switch value. 


Cime Delay Relays 


The time cycle of Paragon synchronous 
motor operated, instantaneous reset, type 
relays is unaffected by vibration or changes 
in ambient temperature. For motor and 
tube protection. 


7-Day Cime Switches 


. . are designed for presetting heating or 
ventilating schedules on a weekly basis 
with independent daily operations. 


Manually Preset Cimers 


The 2500 series is designed to close or 
open a circuit at the end of a preset in- 
terval, such as attic fan control. 


Send for complete bulletin. All these units 
are designed and built by a pioneer in the 
automatic timing field. 

PARAGON ELECTRIC COMPANY 


715 OLD COLONY BUILDING 
CHICAGO 5, ILLINOIS 





ror tomorrow's BIGGER LOADS 
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@ When her dream of new electrical 
appliances comes true—there’ll be a 
bigger-than-ever load for wiring! 
Rightnow’s the time to wire adequately 
with PORCELAIN Protected Wiring! 

This time-proven way—knob and 
tube wiring—will carry a greater load 
in accordance with conductor capaci- 
ties established by the N.E.C. Do the 








job without “frills” —use PORCELAIN 
for simplest installation, greatest 
safety, lowest cost, and longest life. 
Meets all requirements of directives 
calling for non-metallic wiring ma- 
terials. Keep in touch with your 
friendly Electrical Inspector for latest 
fire-prevention facts, Write today for 
wiring manual. 
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300,000th “BAZOOKA” to be made 
by the General Electric Company is 
presented to Undersecretary of War 
Robert W. Patterson, right, by Charles 
E. Wilson, president of GE. This is 
new model, folded for easier handling. 





Rumsey Electric 
Elects J. B. Harris, Jr. 


J. Baker Harris, Jr., has _ beer 
elected president of the Rumsey Elec 
tric Company, Philadelphia, to fill the 
vacancy caused by the death of Eu 
gene A. Rumsey, the board of direc 
tors have announced. Mr. Harris for- 
merly was vice-president in charge of 
the electrical equipment department. 
George A. Rumsey, brother of Eu 
gene, both of whom founded the busi 
ness 50 years ago, was elected chair- 
man of the board. B. T. Hare is vice- 


president, George S. Trimble, secre- 
tary and treasurer. T. M. Gottschalk 
was elected assistant secretary and 
treasurer. 


Noma Sales 
Double in °44 


Sales of the Noma Electric Corp., 
for the first eight months of this year 
amounted to $5,246,336, more than 
doubling the $2,081,774 volume for 
the eight months ended August, 1943. 
For August, sales rose to $803,779 
from $368,982 for the similar month 
a year ago. Directors of the company 
declared a 25-cent dividend on the 
common stock, payable October 16, 
bringing disbursements for the year 
to 50 cents. Last year shareholders 
received one dividend—25 cents on 


March 10. 
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Roebling Elects 


New Officers VAL-NOA , j RENEWABLE 


Charles Roebling Tyson was elected 
resident of John A. Roebling’s Sons, 
[Inc., at a recent meeting of the board 
f directors of that company. Mr. | 
[Tyson succeeds the late William A. 
Anderson, who died on September 10, 
1944. 

Mr. Tyson is the grandson of | 
Charles G. Roebling who became pres- | 


FUSES 





‘i 


Charles Roebling Tyson ib a 
Simple to use... 


no parts to lose! 


Electrical engineers who use it 

think the ‘‘NOARK” renewable fuse 

is the best in the industry. That's 

why we were glad to buy it and add 

it to the ROYAL line. The tools and 

equipment for the entire range of 

“NOARK” sizes and capacities are 
* being set up in 
TheROYAL-NOARK °U" Pawtucket 
fuse has only two plant, and deliv- 


main parts — the cas- ery of the fuses 
ing and the strut as- will begin 


sembly ... shortly, under 
A turn and a twist... the brand name 


it’s apart 




















Lt. Joseph M. Roebling 


lent of the company in 1877, when 

e was 28 years old, and continued ELECTRIC COMPANY, INC. 
1 that office until 1918. Mr. Tyson 

as born in 1914. 

At the same meeting, the board an- PAWTUCKET @e RHODE ISLAND 
ounced the election of Lt. Joseph M. 

oebling, now serving abroad with the 
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No. 1184-M 
RLM THREADED 
DOME REFLECTOR 


ADJUSTABLE PORCELAIN 
ENAMELED FLOODLIGHT 


LIGHTING UNITS 














Lt. Col. F. W. Roebling III 


Air Forces, as chairman of the boar: 
He has been first vice-president sinc 
1936. 


Lt. Colonel F. W. 


serving with the Army Engineers, i 


Roebling II] 


a vice-president of the company. 


Television Ready, 








% The immensity — not to speak of the 
urgency—of war production, demands light- 
ing installations that have been proved. 
QUAD Units are the selection of Contractors 
to aid in this important work. 


% The QUAD line of Industrial Lighting 
Fixtures—RLM and other porcelain enam- 
eled units—fills all high intensity require- 
ments. The need for so many additional 
installations necessitated by the war pro- 
gram means that QUAD is the line to take 
care of any lighting need. 


QUAD ... for today and for tomorrow. 


QUADRANGLE MFG. COMPANY 


VW / yrs. of Jucandetscesnt aad 


32 SO. PEORIA ST. 
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FD luoretcent Lighting Equapaunl 


CHICAGO, ILL. 





Migr. Tells FCC 


The question of many wholesalers 
who have been wondering how soot 
low-cost home television receivers 
would be ready for distribution aftet 
the war, was answered before the Fed 
eral Communications Commission last 
month by Thos. F. Joyce, RCA execu 
tive, who said that these sets can be 
offered to the public as soon after th 
war as materials and manufacturing 
facilities permit. 

Asserting that television was ready 
for the public, Mr. Joyce revealed that 
RCA was prepared to offer greatly im 
proved post-war television home re 
ceivers ranging in price from about 
$150 for a table model to $395 for a 
large projection model incorporating 
standard and frequency-modulation re 
ception. 





B. R. Vancott 

B. R. Vancott, president of the Na 
tional Wholesale Electric Co., Los 
Angeles, died on September 8. 

Responsibilities of the company now 
fall on Mrs. Vancott who is actively en 
gaged in the business. 

A. R. Richard, who has been witl 
| the company for three years is now gen 
eral manager. 
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\ew Laboratory 
for Battery Maker 


Announcement has been made that | 


he National Battery Co., with WPB 


ipproval, will construct and equip a | 
1ew testing laboratory for its Gould 


‘ommercial division plant at Depew, 
N. Y. The laboratory will fill the in- 
‘reasing need for research and product 
levelopment in connection with Gould- 
nanufactured U. S. Army and Navy 
vatteries. A one-story brick building 
s planned which will have 110 feet 
frontage adjacent to the present office 
building at 35 Neoga Street. With a 
1)-foot depth, the building will have 
ipproximately 10,000 sq. ft. of floor 
space. 











NEW WESCO APPOINTEES are 
John T. Urban, top photo, who has 
been made general appliance manager 
of Westinghouse Electric Supply Co. 
with headquarters in New York, and 
Charles G. Lammer, lower photo, who 
becomes manager of the Indiana di- 
vision, with offices in Indianapolis. 


| 
| 





Sherman 


Soldering Lugs 
Solderless Lugs 


Set Screw Con- 
nectors 


Bolted Connec- 
tors 


Fixture Con- 
nectors 
Ground Clamps 
Rigid Ground 
Fittings 
Electrical Ter- 
minals 
Battery Con- 
nectors 
Splicing 
Sleeves 
Wedge Grip 
Connectors 
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We believe that all 
electrical installation 





and maintenance work 



























-— industrial, commer- 
cial, and residential, should be done by 
experienced, reliable ELECTRICAL 
CONTRACTORS, 





The Electrical Contractor is truly the KEY 
MAN in this industry. For he is the one 
man who is qualified to install and maintain 
the vast system of electrical power, lighting, 
and control equipment perfected and 
produced by our industry. 


The Electrical Contractor is the wholesaler's 
biggest customer—the man who really 
sells the goods, He translates the blue- 
prints of the engineer and recommends the 
best equipment and material for the job. 
He protects the public safety through 
his expert knowledge and observance of 
local codes and regulations, 


Do not by-pass the Electrical Contractor. 
Let him sell the electrical materials for all 
repair, maintenance, and installation. Let's 
bring the electrical business back to the 
shop of the Electrical Contractor, where 
it belongs! 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 
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PROMOTE Z2evee™ 


and you promote the BEST 


The Complete Quality Line 


for 
INDUSTRIAL - MARINE - SPORTS LIGHTING 





AIRPORT - 





9-S 5452 L - ALT4 500 
Watt Enclosed (Navy) Type 
F lood. Rugged — concussion, 
vibration and exposure resist- 
ant. 


Revere Enclosed Type Porta- 


Available in 
to 1500 watts. 


ble Floodlight. 
all sizes up 





Tomorrow's Lighting Needs will ex- 
ceed any Prewar Level. Prepare 
yourself now for the big sales pos- 
sibilities which Revere Lighting 
Equipment offers. 





Incandescent Searchlight for 
hand or pilot house control. 












Superior 
In Design, 
Features, 
Efficiency 
And 
Maintenance 

















Open and Enclosed Type 
High Bay Units to suit 
any job. 


aE ‘= 
*750- 1000- 1500 Watt Enclosed 
Type Floodlight. A master- 
pee in design and construc- 
ion 





The Famous Re- 
vere Hinged 
Floodlight P ele. 
El.minates H az- 
ardous climbing 
to clean or serv- 
ice floodlights. 
Available in 20, 
24 and 30 ft. 
mounting heights. 


MARKER 
SIGNIFIES 
THE BEST 


no 


Eliptor. 
designed — neat — streamlined. 


Revere ingeniously 


Gives effeetive uniform light- 


REVERE ELECTRIC MFG. CO. 


CH CAGO, 3 
BY, ) Dole 





2935 NORTH PAULINA STREET: 
of the 

INDOOR and OUTDOOR LIGHTING EQUIPMENT of EVERY DESCRIPTION 

RT TA OR CTT RI RTE TCR 
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as an inventory clerk in 1921. 


WESCO Appointments 


H. T. McConnell, central district 
manager of the Westinghouse Electr 
Supply Company has announced tl 
appointment of Robert Hills to the p: 
sition of central district stores mat 
ager, with headquarters in Detroi 
Mr. Hill joined WESCO in 1925, a1 
has held positions in credits, quot: 
tions, claims and stock departments of 
the Toledo, Ohio, branch. 

The appointment of A. C. Kach« 
as manager of the Minneapolis, Min: 
branch of WESCO, was announced 
by R. L. Brown, northern district 


manager of the supply company. M 





A.C. Kacher 


Kacher joined WESCO in St. Paul 
Since 
1929 he has been apparatus and sup 
plies salesman in Minneapolis, 

The newly-established purchasing 
department of WESCO, Dallas, 
Texas, will be headed by Austin B. 
Watson, as purchasing agent, accord- 
ing to announcement from C. M 
Mackey, manager of the southwest dis 
trict. Mr. Watson came to WESCO 
in 1928 as an office boy. In 1929 he 
advanced to statistics and general ac 
counting and two years later was pro 


moted to the stock control and service 


| California, 





departments. 


Sales Manager for 


Sound Equip. Corp. 


Norman S. Lawson, president oi 
the Sound Equipment Corporation oi 
announces the appointment 
of Howard M, Irwin as sales anc 
advertising manager. Originally fron 
Chicago, Mr. Irwin has been a suc 
cessful figure in advertising and retail 
circles on the Pacific Coast for the 
past 18 years. 

The lines of the Sound Equipment 
Corporation will be distributed throug! 
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products, aircraft 
high-fidelity audio components, preci- 











Howard M. Irwin 


vholesalers and consist of electronics 
intercom’ systems, 


on coils, circuit tracers and the Va- 


natta “Kwikheat” automatic soldering 
iron. 


Both General Manager Delmar 
Wright and Chief Engineer David H. 
Jones are pioneers in aircraft radio, 
having been associated with the de- 
velopment of radio equipment with 
[ranscontinental and Western Air in 
its formative years from 1930 to 1936. 

The company has moved from Hol- 
lywood to recently acquired property 
ind building at 3903 San Fernando 
Road, Glendale 4, Calif. 








P. C. SOWERSBY has been appointed 
to the position of sales promotion 
manager of the General Electric Com- 
pany lamp department’s Midland Dis- 


trict Sales, Chicago. He has been a 
key member of GE’s Michigan Dis- 
trict, Detroit, and before that was 
advertising specialist at lamp depart- 
ment headquarters in Nela Park. 
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It’s a landslide! 


Wherever the American people are polled to determine what 
electrical appliances they intend to buy first, when peacetime 
production is resumed, toasters stand close to the top. 


And wherever they are asked which toaster they prefer, it’s the 
Toastmaster toaster they name, oftener than all other makes 
combined! 


Years of Toastmaster quality leadership have built this prefer- 
ence. Years of effective advertising and merchandising, combined 
with sound sales policies, have strengthened it. Continuous 
national advertising since Pearl Harbor has kept the Toastmaster 
name foremost. 


That is your foundation for profitable postwar business selling 
Toastmaster* products. And the job to which we’//] be bending 
every energy, as soon as the green light flashes, will be that of 
delivering these wanted products in swiftly increasing volume 
...and of allocating them with fairness to all. 








TOASTMASTER Azoduch 


Elgin, Ill. Copyright 1944, McGraw Electric Co. 


***TOASTMASTER”™ is the registered trademark of ToastMAsSTER Propucts Diviston, McGraw Electric Company, 
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A New FLASHLIGHT 





Starts. 


Model 
100 


New FEATURES 


GITS 


TRANSPARENT 
PLASTIC FLASHLIGHTS 


Longer life—because corrosion, that is destroy- 
ing millions of flashlights every year, is seen 
right thru the transparent case as soon as it 
New utility—equipped with a positive 
three-way signalling switch that always works. 
Pre-focused lamp and brilliant reflector throws 
strong beam of light. New eye appeal—differ- 
ent from anything on the market. A pleasing 
warmth of touch. The Model 100 Gits Flash- 
light—retails $1.00 each. Also available in 
solid colors: red, black, khaki, blue or ivory. 
Model 122 Angle Style—retails $1.75 each. 
Subject to Limitation Order L-71 for the dura- 
tion. Order from your jobber. 


Neldea VES hon 


122 4666 West Huron Street, Chicago 44, Illinois 


Manufacturers of the famous Cits Flashlights, Razor Knives, Savings Banks, Games, Protect-o-shields, etc. 


only COLOVOLT 
COLD CATHODE LOW VOLTAGE 


LAMPS give you 
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Life expectancy 10,000 hours (quar- 
anteed for | year except for breakage) 
( 


Maximum lighting efficiency, 
greater than any previously known cold 


cathode lighting 


Low Voltage operation eliminates 
high voltage wiring and bulky trans- 
formers 


Instantaneous starting—no starter 
required . . . no flicker 
Constant illumination, steady and 


unaffected by shock or vibration 


these features 
















6. Intermediate burn-outs almost en- 
tirely eliminated 


7. Extended light source — advanta- 
geous in line lighting. Reduces glare 
to a minimum 


8. Operates on high voltage transform- 
ers or low voltage cold cathode bal- 
lasts 


9. 93 inch lamp—standardized _ 
5 


— 
°o 
. 


Uniformity in electrical characteristics 
is made possible by quantity produc- 
tion 


Write for new booklet ‘Facts about Colovolt”’ 


GENERAL LUMINESCENT CORPORATION 


648 S. Federal St. 


Chicago 5, Ill. 








Clarifies Order on 
Wire for Repairmen 


The War Production Board has 
clarified the provision covering tx 
amount of copper wire and cable that 
electricians, electrical contractors aid 
repairmen of domest:c appliances, 1a 
dios, and refrigerators are permitt 
to purchase under provisions of C 
trolled Materials Regulation 9-A. 

Considerable misunderstanding | 
existed among repairmen and who 
salers about these provisions and | 
resulted in the sale of a great m« 
copper wire and cable for repair pur 
poses than was intended, WPB oifi 
cials said. 

Under no condition, officials empha 
sized, should any repairman buy 
any wholesaler sell any copper wire 
cable for electrical conduction und: 
the provision of CMP Regulation 9-.\ 
which permits repairmen covered 
the regulation to purchase each qua 
ter a total of 500 pounds of copper 


and copper base alloy brass mill and 


foundry products. It is not intende 
that wire mill copper products, includ 
ing wire and cable (bare, insulated 
armored, and copper-clad steel) for 
electrical conduction be purchased w 
der the 500 pound classification. 

Only the following products may be 
purchased under that provision: 

Brass Mill Products: 
and strip—alloy plate, sheet, and stri 


(including strip equivalent of ammu- 


nition cups and discs); alloy rods 
bars and including extrude 
shapes—alloy rods, bars and wire (i1 
cluding extruded shapes and ammu 

tion slugs); alloy seamless tubing a1 

pipe—alloy seamless tubing and pip: 
brass mill copper products—plat 
sheets, and strip; rods, bars, and wir 
including extruded shapes (not 11 
cluding wire bars and ingot bars, 01 


wire 





rod and wire for electrical conduc 
tion) ; tube and pipe. 
Foundry copper and _ copper-bas¢ 


alloy products—Castings (before ma 
chining ). 


CMP Regulation 9-A does, how 


ever, permit certain repairmen to pur- 
chase $150 worth of copper wire and 


cable each quarter or one-eighth 
what the purchaser used in making re 


pairs in 1941 (figured as accurately a: 
possible in dollar value), whichever i: 


more. Only refrigeration, radio, an 
domestic appliance 
electricians and electrical contract 
are eligible, officials ex 
plained. 

This wire or cable may be put 
chased and sold only for the 
specified in CMP Regulation 9-A 
mainly maintenance and repair work 


however, 
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FIRST to use the word “wholesale’’ in 
naming an electrical jobbing business 
on the West Coast, is the claim of 
A. R. Fierce, above, who started the 
W holesale Electric Co., San Francisco, 
in 1920. He believes that no other 
company was using that word in the 
title at that time—now there are at 
least 10 in California alone, he says. 
He is now sales manager of Ladco 
W holesale Electric Company, Los An- 
geles. 





\dditional wire is permitted, however, 
under conditions outlined in the regu- 
lation for connecting-up purposes and 
for reconditioning work. 

Electrical contractors and repair- 
men doing maintenance and repair 
work for businesses listed in Schedules 
| and II of CMP Regulation 5 and 
5-A should find it advantageous to use 
their customer’s MRO symbol to buy 
the copper wire and cable needed, 
rather than to buy it under the V-3 
illotment symbol of CMP Regulation 
)-A, Purchases under the latter regu- 
lation may then be used for civilian 
maintenance and repair work. 


Baltimore Contractors 
Offer Novel Service 


In order to properly render service 
to the public, the Electrical Contrac- 
tors Association of Maryland is spon- 
soring a public telephone answering 
service where the public can call for 
electric wiring installations and re- 
pairs, whether they be domestic, indus 
rial, commercial or marine. The num- 
er is Plaza 2300. Upon calling this 
umber, the public will be asked in 
which mailing district they operate. 
Jpon receipt of this knowledge, the 
yperator will recommend the various 
ivailable electrical contractors in the 
mmediate area for either day, night, 
ir holiday service. 





offers an INSURANCE 


POLICY guaranteeing 
THE WORLD'S FINEST 
Backed by the CUP OF COFFEE! 


GREATEST 
AD CAMPAIGN 


ever put behind any 
coffee maker! 





8 CUP... $2.95 
4 cup (with cover) 


$2.95 
25 MAGAZINES! OVER 46,000,000 * 
MONTHLY CIRCULATION! INCLUDING: Made with 


Liberty + Life - Cosmopolitan - Saturday Eve- 
ning Post - Ladies’ Home Journal - Women's 
Home Companion - American + Good House- 
keeping - American Home - Country Gentleman 


PYREX 


Brand Glass 
HILL-SHAW C., 311 N. Desplaines St., Chicago 6, Ill. 








‘“ALL-BRITE”’ 


Ask for literature on our COMPLETE 
LINE of Fluorescent Fixtures RIGHT 
NOW! Let us acquaint you with the 
superior points of “ALL-BRITE” FLUO- 
RESCENTS. OUR PRICES and DIS- 
COUNTS ARE AS GOOD OR BETTER 
THAN ALL OTHERS. All Types and 
Sizes Available—immediate delivery 
on all rated orders. 

All Four-Foot Units available in 
INSTA-START. This latest develop- 
ment eliminates starting switches. 
Lamp lights instantly even at low 
temperatures. The INSTA-START is 
widely recognized and approved. 
Stroboscopic effect is reduced to a 
minimum. The fixture lights at the 
flick of the wall switch. No starters 


FLUORESCENTS 


New Fluorescent 
“‘ALL-BRITE” Victory Models 
e CAPTAIN e CHAMPION 

@ CHANNEL-LITE 


These are exposed lamp units 


All sizes and designs. 





X 


to replace or maintain. —— 
fe COMMANDER—BALLAST or INSTA-START—newest 
4 a addition to our line—for offices, drafting rooms, stores, 
jf a etc., where minimum glare is a requisite 






a 
© Be: 


ee ee 3 


Bi. a a ? 


ia penne ee, 4 
. 4 
gg ee 
— 


ee 


—_ 
a SCO 
U. R. C. STREAMLINER—BALLAST or IN 
STA-START—meets specifications of Utility Re- INDUSTRIAL-LITE—BALLAST or INSTA-START 
search Commission—high intensity illumination metal or non-metallic reflectors. WIDE Reflectors finished 
with low brightness—glass or louvre bottom. For in snow white double baked wax enamel Metal Reflectors 
flush, stem, or continuous mountings are of 18 gauge steel or heavier 
H ‘ 
* Milwaukee's Fluorescent Manufacturer e 


FLUORESCENT FIXTURES, ING. 


629 E. Mason St. Manufacturers of ALL-BRITE Milwaukee, Wis. 
West Coast Factory & Sales Office: 370 S. Van Ness Ave., San Francisco, Calif. 
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Selfish 


WHEN IT COMES TO SELLING FUSES 
That's why | sell 









Yes sir, that's the truth .. . when | sell a renew- 
able fuse I'm looking out for number one 


that's me! 


When | make a sale | want to create a satisfied customer... 
a customer who will have confidence in my recommendations 
and buy again. That's the reason | sell TRICO **Powder-Packed” 
Renewable FUSES . . . they stay sold. 


I've sold a good many TRICO FUSES . . . know how they are 


performing . . . know how customers swear by them, and | 


automatically get all the repeat business. 
Customers know about TRICO FUSES because they're nationally 
advertised, which makes my job easier—and | like the strict 


“THRU THE WHOLESALER" policy. 
TRICO FUSES are doing a bang-up job for every user... and 


a swell job for me. 


<TAIGo> TRICO FUSE MFG. CO. BISUSIEN USE 
ee Milweukee 


Wisconsin 




















we | E-M:T- UP THE QUICK WAY 
iim Two Squeezes and its Set 








TWO QUICK SQUEEZES give you Finer, 

Faster Conduit Connections. B-M Fittings OISTRIBUTED BY 

do away with the twisting, turning and The M. R. Austin Co., Chicago, Il. 

tightening of nuts and save you valuable Clayton Mark & Co. Evanston. Iil. 

time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., N. J. 

stronger, neater and much easier to work em Senate Cee Bridgeport. =. 

- s s ~ 3 re Steeliauc 0., oungstown, 10 

with in tight places. Start —- B-M Enameled Metals, Pittsburgh, Penn. 

Fittings today. Have more satisfied cus- National Enameling & Mfg. Co., 

tomers—more profits from each job! a mene ey Pa. 
“ear : t < 

(All B-M Fittings carry the Underwriters mene Con AN soe Ay - 2 
Seal of Approval) 














Prompt Deliveries on Properly Rated Orders 


aig. 
(Ep, 


J) BRIEGEL METHOD TOOL CO. + Galva, Ill 





WPB Orders 


Conduit, Tubing, Raceway 
Installations Permitted 

Restrictions on the installation o 
electrical conduit, electrical metalli: 
tubing and raceways have been re 
moved from Order L-225, whicl 
was amended last month, the Wa: 
Production Board has announced. 

Formerly, installations were per 
mitted only for specified end uses 
Restrictions were imposed as a tem 
porary measure to save critical ma 
terials. Their removal is now pos 
sible because the supply of the typ 
of steel used in the manufacture of 
conduit, tubing and raceways has 
eased, W PB said. 

The amount of metal (by weight) 
that may be used in the manufac 
ture of this equipment is still limited 
by L-255 on the basis of the amount 
used in 1941. The order also retains 
provisions restricting sales by manu- 
facturers and distributors to those 
with preference ratings of AA-5 or 
better. Manufacturers are still re- 
quired to make monthly reports to 
W PB on sales and shipments. 


Copper Wire Purchases 
For Appliance Repairs 

The War Production Board has 
clarified the provisions covering the 
amount of copper wire and cable 
that electricians, electrical contrac- 
tors and repairmen of domestic 
appliances, radios, and refrigerators 
are permitted to purchase under 
provisions of Controlled Materials 
Regulation 9-A. Release WPB-LD 
932 explains: 

“Considerable misunderstanding 
has existed among repairmen and 
wholesalers about these provisions 
and has resulted in the sale of a 
great deal more copper wire and 
cable for repair purposes. than 
was intended. Under no conditions, 
should any repairman buy or any 
wholesaler sell any copper wire or 
cable for electrical conduction under 
the provision of CMP Regulation 
9-A, which permits repairmen cov- 
ered by the regulation to purchases 
each quarter a total of 500 pounds 
of copper and copper base alloy 
brass mill and foundry products. It 
is not intended that wire mill copper 
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roducts, including wire and cable 
bare, insulated armored, and cop- 
per-clad steel) for electrical conduc 
tion be purchased under the 500 
pound classification. 

“CMP Regulation 9-A does, how- 
ever, permit certain repairmen to 
purchase $150 worth of copper wire 
and cable each quarter or one-eighth 
of what the purchaser used in mak- 
ing repairs in 1941 (figured as accu- 
rately as possible in dollar value), 
whichever is more. Only refrigera- 
tion, radio, and domestic appliance 
repairmen and electricians and elec- 
trical contractors are eligible, how- 
ever, officials explained. 

“This wire or cable may be pur- 
chased and sold only for the uses 
specified in CMP Regulation 9-A, 
mainly maintenance and repair work. 
Additional wire is permitted, how- 
ever, under conditions outlined in 
the Regulation for connecting-up 
purposes and for reconditioning 
work. 

“Electrical contractors and repair- 
men doing maintenance and repair 
work for businesses listed in Sched- 
ules I and II of CMP Regulations 5 
and 5-A should find it advantageous 
to use their customer’s MRO Sym- 
bol to buy the copper wire and cable 
needed, rather than to buy it under 
the V-3 allotment symbol of CMP 
Regulation 9-A. Purchases under 
the latter regulation may then be 
used for civilian maintenance and 
repair work.” 


CMP-4 Amended 

The War Production Board has 
amended Controlled Materials Plan 
Order CMP-4, which gives regula- 
tions applicable to the CMP. Under 
“the sales of controlled materials by 
warehouses and distributors”, the 
following change has been made. 
Section 3 now reads: 

A distributor must not accept an 
authorized controlled material order 
bearing a specific allotment number 
which requires a quarterly identifica- 
tion after the end of the quarter for 
which the allotment was issued, and 
he must not deliver any steel on such 
an order earlier than 15 days before 
the beginning of such period. How- 
ever, he may deliver steel on an or- 
der properly accepted at any time 
during such quarter or any follow- 
ing quarter. For example, a distrib- 
utor may accept an order bearing 


Incorporating the exclusive new HEXACON principle of 
design, excessive element-impairing heat is dissipated 
by the patented hexagon-shaped barrel. Over-heating 
is minimized, efficiency and economy are increased. 


SO i 






























ae 


TYPE P-200 for 
ick, ample heat 
a ws 


One of the maior 
suppliers to the 
Armed Forces in 
wartime, and to 
civilian require- 
ments in peace- 
time, Westing- 
house has consist- 
ently specified 
HEXACON solder- 





ing irons for con- ae ; 

. a } 1 

tinuous produc- a. Ua 

tions needs. ~ WRITE FOR 
LITERATURE 


The HEXACON 
line is one of 
the most com- 
plete available 
today; included 
ore a diversity of 
types and sizes. All 
ore described in fully 
illustrated literature; 
write today, no obli- 
gation. 


“BALANCED HEAT” 


HEXACON ELECTRIC CO. 
146 WEST CLAY AVE., ROSELLE PARK,N. J. 










Le / HIGH-QUALITY 
i LONG-LASTING 
SOLDERING IRONS 


CR NE BEBE TO OT NS RRR RS 


WORDS 
FASTEST 
PAGING 


BELL 


VOICE PAGING 


bed Here’s a “bellboy”—BELL Voice Paging 
Equipment—that provides the world’s 
most efficient paging for any type of plant—any size. 
In a very few seconds, any individual anywhere in 
the plant can be called by name, told why and where 
he is wanted, and given any other message desired. 
In addition, bulletins, instructions, time and alarm 
signals, and recorded music programs can also be 
broadcast over Bell Voice Paging Systems. They are 
specially designed for industrial meeds—standard, 
heavy-duty, tamperproof units combine readily to 
meet requirements of any extent or capacity, and 
permit easy expansion or rearrangement. Write today 
for details! 


jaan SOUND SYSTEMS, Inc. 


Columbus 3, Ohio 


1197 Essex Ave., 
Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 
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FOR YOUR 
SWITCH 


PROBLEM 





whether 


If you need a switch 


for residential or industrial use — 
consult your P&S Catalog. T-rated, 
specification types—low-cost (res- 
idential) types — for use singly or 
in combinations — brown or ivory, 
lock type, luminous or metal han- 


dies. All 
backed by over 50 years’ experi- 


precision-made — all 


ence in the manufacture of wir- 
ing devices. 
Send for your copy of 


ovr No. 42 Catalog 


Sold Thru Electrical 
Wholesalers 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N.Y. 
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the allotment number N-1-4044 any 
time prior to January 1, 1945, but 
he may not deliver any material on 
such an order earlier than Septem- 
ber 16, 1944. Orders bearing sym- 
bols which do not require a quar- 
terly identification, such as MRO 
Interpretation 25 to CMP 
Regulation No. 1) are not subject 
to this provision. 


{ see 


Incandescent Order 
L-212 Revoked 
The War 
October 19th, 
controlled 
distribution 


Board, on 
212, 


Production 
revoked Order L- 
the manufacture 
of 


which 
and incandescent 
lighting Non-industrial 
types of portable electric lamps and 
not freed by this revo- 
212, because these items 


33, WPB 


fixtures. 


shades were 
cation of L 
still controlled by L- 
announced. 

The did 
expect but a small increase in pro- 
duction to result from this action. 


are 


government agency not 


LEGAL NOTICE 


OWNERSHIP, 
REQUIRED 


MANAGEMENT, 
BY THE 


THE 
ETC 


STATEMENT OI 
CIRCULATION 


ACTS OF CONGRESS OF AUGUST 24, 
1912, AND MARCH 3, 1933 

Of Wholesaler’s Salesman, published monthly at Chi 
cago, I) for Oct. 1, 1944 
State of New York i 
County of New York j ss. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared J. A. Gerardi, who, 
having been duly sworn according to law, deposes and says 


that he is the Secretary of the McGraw-Hill Publishing 
} Company Inc., publishers of Wholesaler’s Salesman, 
und that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, manage 
ment, et of the aforesaid publication for the date 
shown in the above caption, required by the Act of August 
24, 1912, as amended by the Act of March 3, 1933, em 
bodied in section 537, Postal Laws and Regulations, to wit 
1. That the name and address of the publisher, editor, 
managing editor, and business managers is: Publisher, 
McGraw-Hill Publishing Company, Inc.; Editor, O. Fred 


[SEAL] ELVA G 


Business 
42nd St 


Emerson; 
West 


Howard J. 


330 


Rost; 
Manager, O 
_. Be G Je 

That the owner is 


Managing Editor 
Fred Rost; all of 
MeGean. -Hill par Com 
pany, Ine 330 West 42nd St., N. Y. . Stockholders 
holding 1% or more of stock: James H. ‘\teGraw ; James 
McGraw, Jr.; James H. McGraw, Jr., Curtis Ww. Mc 
Graw and Edwin 8. Wilsey, Trustees for: H. W. McGraw, 
J. H. McGraw, Jr., D. C. MeGraw, C. W. McGraw 
Curtis W. McGraw; Donald C. McGraw; all of 330 West 
42nd St., N. Y. C.; Edwin 8S. Wilsey and Curtis W 
McGraw, Trustees for J. H. McGraw, 3rd, Madison, New 
Jersey: Mildred W. McGraw, Madison, New Jersey 
Wilson C. Laucks, Spruce and Canal Sts., Reading, Pa 
Grace W. Mehren, 73 No. Country Club Dr., Phoenix 
Ariz.; Margaret Stumr 1418 Rose Virginia Rd., Wyomis 
sing Park, Reading 9 
3. That the on bondhol: lers, mortgagees, and other 
security holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages, or other securities 
are None 
4. That the 
names of the owners, 


two paragraphs next above, giving the 
stockholders, and security holders 
if any, contain not only the list of stockholders and security 
holders as they appear upon the books of the company 
but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or in 
any other fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, is given; 
also that the said two paragraphs contain statements em 
bracing affiant’ s full knowledge and belief as to the cir 
cumstances and conditions under which stockholders and 
security holders who do not appear upon the books of 
the company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner: and this 
affiant has no reason to believe that any other person 
association, or corporation has any interest direct or in 
direct in the said stock, bonds, or other securities than 
as so stated by him 

GERARDI 


J Secretary 
PUBLISHING 


McGRAW- HILL COMPANY, INC 
Sworn to and subscribed before me this 29th day of 
September, 1944 
MASLIN 


(My commission expires March 30, 1946.) 
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"It sure is 


HANDY— 


to have ALL kinds 


} ae 
in One Catalog!” 


For any good Straight 
or Parallel Connector, 
see the COMPLETE line 


These illustrations can only suggest 
the wide variety in the Penn-Union 
Catalog a complete line of 
Bolted Straight Connectors and 
Reducers . . . Screw type .. . Split 
Sleeve type Shrink fit 
Universal Parallel Clamps . 


_E-Z 


Connectors that take a wide range 
of conductor sizes, 





Also . . . the most complete line of 
Service Connectors, Tee Connect- 
ors, Cable Taps . . . Elbow and 
Cross Connectors . . . Bus Sup- 
ports, Clamps, Spacers... Ground- 
ing Clamps, Terminal Lugs. 

Penn-Union connectors are the 
first choice of leading utilities, in- 
dustrials, electrical manufacturers Soe 
and contractors—because they have bg 
found that “Penn-Union” on a fit- 
ting is their best guarantee of 
| Dependability. 


| PENN -UNION * 
_ ELECTRIC CORPORATION ; 
ERIE, PA. Sold by Leading Jobbers @ 


PENN- 
| UNION 


Conductor Fittings 
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will be outstanding 
among ventilators 


The reputation of Blo-Fan 
before the war— plus its post- 
war innovations— point to a 
sure winner in the growing 
ventilation field. 

No other ventilator offers 
the combined advantages of 
both breeze fan and blower. It 
has the volume of the fan plus 


the power of the blower... 


Blea“ 
“SPOT VENTILATION” 
captures the unwanted odors 
and steam at their source — be- 
fore they can smudge walls, 
discolor furnishings, “smell 
up” the house. Kitchen — bath 
— gameroom...all are logical 

spots for this “spot’’ ventila 

tion. 

Write today for further in- 
formation on how you can 
profitably cash-in on the Blo- 


Fan line of small ventilators. 


FREE FOLDER ON REQUEST 


PRYNE & CO., INC. 


1245 E. 33rd St 


* LOS ANGELES 
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ASSOCIATION NEWS 


BALTIMORE—The Electrical Man- 
ufacturers Representatives Association, 
Inc., Baltimore, Maryland, report that 
the response to the letters from the 
secretary of the Association with re- 
gard to the contemplated 1945 electri- 
cal show were very encouraging in 
that an extremely high percentage ex- 
pressed interest in the show and also 
in numerous cases made reservations. 
A complete report was submitted by 
the secretary at the October 27 meet- 
ing. 

In the “interesting hobby” 
ment, Roy 


depart- 
Buress of “Buss” Fuse 
showed his recent prize-winning power 
ships together with a display of small 
internal combustion engines at one of 
the Association’s recent meetings. 


DETROIT—The Electrical 
tion of Detroit has started Educa- 
tional Committee Courses similar to 
those given last year and designed to be 
of interest to individuals desiring basic 
electrical information which will be of 
help to them in their daily work, The 
subject is “Fundament: ls of Electric- 
ity and Electronics.” The classes meet 
once a week and will continue for nine 
weeks. 


\ssocia- 


The Association informs us that it 
has sent to all its members a copy of 
the “Certificate of Approval” received 
from the National Electrical Manufac- 
turers Association which is issued only 
to those associations or electrical 
leagues who fill in a detailed report of 
operations and financial statement that 
shows what is done with the money 
furnished by members. This report 
must pass the rigid inspection of a 
special committee of NEMA. This com- 
mittee and plan was set up for the bene- 
fit of national manufacturers who have 
no other means of knowing if a local 
movement or operation is worthwhile 
and should be supported. 


KANSAS CITY—The Electrical 
sociation of Kansas City had as its 
guest speaker Reverend John C. Friedl, 
public member of the War Labor 
Board, who discussed “Industrial Re- 
lations Today and Tomorrow.” Father 
Friedl gave a down to earth discussion 
of the problems confronting business, 
the opportunities.now before us, and the 
methods of taking advantage of these 
opportunities now so close at hand, 
At a more recent meeting, Ralph 
Bradford, general manager of the 


United States Chamber of Commerce, 


November 1944 — WHOLESALER’S SALESMAN 





SCREW 
KNOBS 


NAIL KNOBS 


Bi ~~ 
< | 
ee ee 


CLEATS 


ELECTRIC FENCE = 
INSULATORS a P| 


Send for samples 
...and compare 
Universal quality. 


THE UNIVERSAL 
CLAY PRODUCTS CO. 


1549 East First St., Sandusky, Ohio 
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WORD is going up 
and down the lighting line 
that HOLDENLINE has really 
got something EXTRA GOOD 
in its new CHAN’L-RUN 
units and the message is 


spreading so fast that 

we are getting quite a thrill 
out of the compliments 
passed our way—and, of 
course, a still bigger thrill out 
of the steady flow of 
orders. Frankly we have 
succeeded —and it is hard to 
tell this with becoming 
modesty . . . we have 
succeeded in producing a line 
that meets all needs and 
meets them efficiently — 

and better! 


Our streamlined catalog, 
consisting of five pages in 
color plus a cover is 
designated B-45. You should 
have a copy if you are 
interested in using or selling 


industrial FLUORESCENT 
lighting. 


HOLDENLINE Co. 
Pioneers in Fluorescent 


1960 EAST 57TH ST. 
CLEVELAND 3, OHIO 
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Washington, D. C., addressed the mem- 
bers the “Trade As- 


sociations.” 


on subject of 


NEW ORLEANS—A recent gather- 
ing of the members of the Electrical 
Association of New Orleans was held 
at the St. Charles Hotel where Mr. 
Rosenthal, a prominent architect and 
head of the local Institute, addressed 
the members on the subject “What Can 
Be Expected in Building After the 
War.” Another interesting item on the 
program was the presentation of a 
film prepared by Westinghouse on 
“Better Wiring.” 

The Association reports that fifty- 
three representatives of electrical as- 
sociations from California to New 
Jersey and from Wisconsin to Louisi- 
ana attended the Ninth Conference of 
the International Association of FElec- 
trical Leagues. The theme of the con- 
ference was “Translating Plans into 
Action Now for More Electrical Jobs 
After D-Day.” Talks were given on 
budgeting post-war appliance sales; 
approaching markets through consumer 
and industrial 
dealer activities; 
and elec- 


interest; commercial 
lighting ; 


modernization 


electrical 
program ; 
tronics. 


PHILADELPHIA—Service training 
in Philadelphia continues to be popular. 
The Electrical Association of Philadel 
phia first started its Refrigeration Serv- 
ice Training Course on Feb. 2, 1943, 
because it was realized that due to the 
acute shortage of trained and experi- 
enced refrigeration servicemen, there 
was need of a means of advancing the 
knowledge of those whose training and 
experience were insufficient, and at the 
same time, to encourage others to enter 
this important field of activity. 

The current classes, which started in 
mid-September, have an enrollment of 
147 trainees in elementary refrigeration 
service and 86 trainees in advanced 
refrigeration service. 

The subjects covered by the course 
were developed by a group of service 
managers, representing member com- 
panies of the Association. This group 
also made available sufficient equip- 
ment for practical work. In addition 
the service managers selected and made 
available a group of highly skilled 
instructors. 

The School District of Philadelphia, 
through the Murrell Dobbins Voca- 
tional School, made available ample 
lecture rooms and shop space in which 
to conduct the classes. The school 
authorities, likewise, pay the in- 
structors. 








TRIPLOC | 


plugs and 
receptacles 





1, 2, 3, 4,6, 8 pole Interchangeable contact units 


Tateschengeshie contact units, 
1 to 8 poles, can be assembled in stand- 
ard plug shells and receptacle housings 
to make any desired unit to meet in- 
dividual requirements for any portable 
electrical equipment. The protected fe- 
male contact unit can be assembled in 
either plug or receptacle for safety in 
the line side of the circuit. Fusible types 
and units with one pole grounded are 
also available. 

Automatic bayonet lock with either 
manual or combination manual and 
automatic release protects equipment 
and wiring. Wide range of plug shells, 
receptacles, and cord connectors avail- 


able in the complete Triploc line, rat- 


| ings up to 20 amperes, 250 volts D.C., 





| 460 A.C. Write for Pylet catalog giving 


complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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The STAR * 
FUSE PULLER 


and 

















CIRCUIT TESTER 


BIG 
JOBS: 


1 Safely removes blown fuses 
2 Quickly locates dead circuits 


DOES 


Indispensable in Homes, 
Factories, Hotels, War Plants 











Saves Time, Prevents Shock or 
Injury, Eliminates Guesswork 


Made of a Transparent Plastic having in one 
of the legs a small lamp in series with a 
resistance and can be used to test 110 to 250 
volts circuit. {¢ will pull fuses from 10 to 100 
Amperes. Thousands of electricians find this 
tool handier than Test Lamps. Requires the 
use of only ONE hand to quickly and accu- 
rately test circuits. 





Retails at $2.75 each, 
$1.50 additional for Leads 





For the past six months, the Star Fuse Puller 
and Circuit Tester has been advertised in 
more than 70 leading publications throughout 
the United States. 


WRITE TODAY 
for Quantity Prices 


STAR FUSE CO. 


168 Centre St., New York 13, N. Y. 








NALC 











MILWAUKEE—tThe Wisconsin Ra- 
dio Refrigeration & Appliance Associa- 
tion of this city reports on the Retailer 
Participation in Home Building Appli- 
ance Business as follows: 


“The resolution adopted by the re- 
tailers post-war planning committee of 
our association asking that retailers be 
given a fair and just participation in 
the major appliance business that may 
be tied up with the post-war home 
building program will have the support 
of the new National Electrical Re- 
tailers Association.” 

A letter confirming the above was 


sent to the Association from C. B. Sik- 
king, president of NERA. 


PASSAIC COUNTY, N. J.—J. H. 
Squiers, Jr., Eastern Representative of 
Better Homes Department of Westing- 
house Electric & Mfg. Co., addressed 
the Passaic County Electrical League 
on the subject of “Electrical Living in 
194X.” Everyone who attended this 
meeting was presented with a copy of 
the professional edition of “Electrical 
Living in 194X.” 


ated T AMPS 


(Carbon Filament) 


For Radiant Energy 
Baking and Drying 


; his 


reer? 


You can sell Nalco Dritherm 
lamps for efficient results .. . 
available in Inside-Silvered (Self- 
reflecting) or clear glass types. 








Learn all of the sales advantages 
in featuring the Nalco 
Carbon Filament Lamps 
for the Infra-Red process 
—Write for a free copy 
of ‘‘Drying Problems 
Made Easy” today. 







L 
ron 


INFRA-RED 
DRITHERM 





Electric Lamp Co. 


1034 Tyler St., St. Lovis 6, Mo. 
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NORTH AMERICAN 





Veet the Men 
Who tot Your 


Toastswell 
Toasters! 





Yes, the huge TOASTSWELL Toast- 
er production is Uncle Sam’s for the 
duration. In the Army, Navy, Air 
Forces, Marine Corps, etc.—every- 
where that appetizing, nourishing 
food is served—TOASTSWELL Toast- 
ers are noted for their performance 
and dependability. 


But one of these days (not so far off) 
you will once more be able to get all 
the TOASTSWELLS you can sell. And 
you will sell plenty, for everybody 
will want the only Fully Automatic 
toaster with the silent clock—the fa- 
mous TOASTSWELL, backed up by 
hard-hitting National Advertising. 


THE TOASTSWELL COMPANY 


620 Tower Grove Ave. * St. Louis 10, Mo. 


: Toartawell 


LOOK AT IT 
EITHER WAY you 
TOASTS-WELL oR “TOAST SWELL 


| american Best’ 


a » ea” 

oe Bhar 

2? ROS Tere en am r 
“ i gt 

















ILLINOIS 


Completely Insulated 


ALL PORCELAIN 
WIRING SYSTEMS 








| 


Save Critical Materials 





Save Installation Time 





Cut Maintenance 





% An ILLINOIS Porcelain System 
enables you to do an outstand- 
ing modern wiring job—you are 
afforded every advantage in 
making easier, safer, more con- 
venient, and efficient layouts— 
you can guarantee these porce- 
lain systems for longest service 
life, for safety, and for greatest 
all round satisfaction. Porcelain 
does not rust or corrode. It is a 
logical wiring material because 
it conserves steel, zinc, copper, 
rubber. Grounding is unneces- 
sary when you use this system. 
Clamps are not required for por- 
celain boxes. When you sell 


your next wiring. sell an ALL 


| Porcelain System. 


‘es 
‘ill Dae 


Of 


ILLINOIS 
ELECTRIC PORCELAIN 
COMPANY 


Macomb, Illinois 






REGISTERED 











MORE FACTS 


ON PRODUCTS. 





Air Conditioning—A 16-page _ illus- 
trated booklet entitled, “How to Plan 
Your Post-War Air Conditioning To- 
day,” has been published by the West- 
inghouse Electric Elevator Co., Jersey 
City, New Jersey. Booklet tells how 
air conditioning works, outlines the 
principal factors which must be con- 
sidered to plan air conditioning for a 
specific application, and pictures and 
describes equipment including com- 
pressors, condensers, units and coils. 
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When writing 
mention 


Fluorescent Fixtures—The heavy-duty 
Day-Line equipment shown in Bulletin 
F-77 published by the DayBrite Light- 
ing, Inc., St. Louis, Mo., is designed 
for single unit and continuous instal- 
lations and is available with porcelain 
enameled steel reflectors only. This 
line carries the RLM label and Under- 
writer's approval. 


when writing WHOLESALER’S SALESMAN 





Go to town with 


BIRDSEYE 
INFRA-RED 


Birdseye offers a full line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 
Lamps is tremendous. Cash in with Birds- 
eyes. Write today for details, prices, 
discounts. Wabash Appliance Corporation, 


? 


345 Carroll St., Brooklyn 31, N. Y. 








@ Manufacturers’ Agents 


WANTED 


@ By old established conduit fit- 
ting manufacturer. Opportunity 


for men who are well acquainted 
and now traveling the following 
states: New York, Virginia, IIli- 


nois, Missouri, and Indiana. 


Address reply to Box No. 111, 
c/o Wholesaler’s Salesman 
330 W. 42nd St., New York 18, N. Y. 
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JACKSON 


QUALITY 


YARDLIGHTS 


| foe er 
READY.... 


for |mmediate 
Shipment.... 


NO PRIORITY NEEDED 











No. 8972 








#8972 —12” Porcelain Enameled Re 
flector 

38974 — 14” Porcelain Enameled Re- 
flector 


@ Wired Complete 
@ For REA Installations 
@ Sold only thru Electrical Wholesalers 


Manufacturers of Industrial Lighting 
Equipment 


JACKSON 
ELECTRICAL COMPANY 


900 W. Van Buren Street 
CHICAGO 7, ILLINOIS 

















: 










Safer - Bette 


In Masonry and 



















Concrete 
Anchors 
PAINE 
; ul 
LEAD 
EXPANSION 
TYPE 
2 Fig. 910 
*% Simply place in hole, tap with setting tool and 


tighten. 
%& Saves time and effort. 
workmanlike job. 
% Precision threaded, rust and vibration resistan' 
900 available in 9 different diameters 6-32 to 5, 
910 in 4", ¥%", '2"' diams. in standard lengths 


Ask your Jobber or Write for Catalog. 


THE PAINE CO. 
2952 Carroll Ave. Chicago 12, Ill. 


Offices in Principal Cities 


Assures a permaner' 










FASTENING 
and HANGING 


DEVICES 








































A STRONGER FACTOR 
in TODAY’S NEW 


COMPLETE CIRCUIT 
PROTECTION 








EXTRACTOR POSTS 


WITH ELECTRICALLY WELDED 
SIDE TERMINALS 


Terminals integral with inner shell 
mean more strength against extreme 
shock, vibration and temperatures. 
Maximum electrical conductivity. 
New construction for convenience and 
durability. Shock-proof visual inspec- 
tion. Specially designed grip prevents 
fuse from dropping out. 


Send for B/P and ENGINEERING DATA 
Ask for Samples 


342001 finger-operated for 3 A G 
fuses illustrated. Also furnished screw- 
driver operated meeting Under- 
writers’ specifications. 


LITTELFUSE INCORPORATED 


4757 Ravenswood Ave., Chicago 46, Ill. 





lers 





200 Ong St., El Monte, Calif. 




















MADE BY 

een cei 

S VPN GEZS OR 
a ; J 3 
TMginet15 


tool an¢ 
rmanen! 


onconns on VICTORY 


for the duration 


cornish 


WIRE COMPANY, wc 
15 Park Row, New York City, New York 


resistant 
to 
lengths 


12, th. 


2 


3) 


| nectors and grounding devices. 


| by the Trico Fuse Mfg. Co., 
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Expansion Fittings—Complete details 
on type “TX,” expansion fittings, to- 
gether with the regular O.Z. line, are 
given in a new 140-page catalog issued 
by the O.Z. Electrical Manufacturing 
Co. of Brooklyn, N. Y. Includes data 
about the company’s conduit fittings, 
cable terminators, junction boxes, 
solderless connectors, power con- 








When writing 
mention 
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Fuse Pullers—Bulletin #5-A, published 
Milwau- 
kee, Wisconsin, illustrates and de- 
scribes a handy tool for safely removing 
and replacing fuses, adjusting switch 
and fuse clip, handling test tubes, etc. 
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When writing 
mention 





Infra-Red Lamps—A_ special _ illus- 
trated booklet on the subject of Birds- 
eye infra-red radiant heat lamps has 
been prepared by the Wabash Appli- 
ance Corp., Brooklyn, N. Y. 
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HOW TO “SPOT” 
an ALERT JOBBER 


The familiar orange-and-blue package and 
the “Allen Spot’ are sure signs of the alert 
jobber. 


SPECIAL SOLDERS & FLUXES for all sold- 
ering requirements mean a complete line— 
one for every customer. 





NON-HEATING 
CONTACTS 


Keep Motors Humming 





“Underwriter's Approved" fluxes; also 


products meeting army- 
navy, air corps specs. 


& 






L. B. ALLEN Co., Inc. 
6719 Bryn Mawr 
CHICAGO 


Ave., 





























100% Quality 


APPROVED BY UNDERWRITERS 
Mfr’s. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicago 24, Ill. 








ANYTHING 
ELECTRICAL 
. ON & OFF 
REGULARLY 





TORK 
eakela 





MINERALLAG 


Steel HANGERS, CLIPS, STRAPS 


Minerallac Cable, Conduit and Messen- 
ger Hangers are STEEL. Easier, quicker 
to install; permit speedy, compact wir- 
ing; economical. Also in Everdur .. . 
Porcelain Insulating Bushings available. 

. * . 


Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX ca- 
ble, mounting coils, etc. Millions in use. 


Steel Straps for Messenger-cable serv- 
ices on outlet boxes; may be used in 
conjunction with hangers. 

* . * 


Order from your Electrical Wholesaler. 
Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicage 7, Ilinois 

















POST-WAR 
PLANS 


undoubtedly are in formation now. 
For better results and lower costs 
Ilsco Products are indispensable. 
Learn the newest developments in 


ELECTRICAL CONNECTORS 
eee 
FABRICATED COPPER 
TUBE PARTS 
eee 


Get our Catalog. Ask our Engi- 
neers to help in your problem. 








Please rush us 32-page 
illustrated catalog. 





0 ae 


Firm Name 


Address...... 


COPPER TUBE 












& PRODUCTS, Inc. 


CINCINNATI, OHIO 
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Again Availoble . . 


Benjamin 


Porcelain Enamel Steel Fluorescent Units 





RLM STREAM-FLO 
twin lamp unit 


RLM TWIN-FLO 
twin lamp unit 


RLM TRIPLE-FLO 
three lamp unit 


SPR peng te ee 





RLM STREAM-FLO 
triple lamp unit 





non-metallic reflector units 


SEALED-FLO 
two and three lomp units 





Again obtainable*, are Fluorescent Lighting units which meet 
the highest specifications for efficiency, durability, long life and 
ease of maintenance. 

For Benjamin RLM Fluorescent Lighting units with Benjamin 
Life-Time porcelain enamel steel reflectors are back in produc- 
tion! Now, again, you can secure the unequalled advantages of 
fluorescent lighting with porcelain enamel** light reflecting 


units. 


Not only do these units bring to you the extra safety factor of 
“built-like-a- 


the ease of installation and mainte- 


strength and durability insured by Benjamin’s 
battleship” construction; 
nance features which have long identified Benjamin with econ- 
omy and lower over-all cost; but also they bring you the latest 
more efficient 


developments in trouble-free and auxiliary 


equipment. 


*Subject to existing priority regulations. 


\ 
Pe ies in 


WRITE TODAY FOR NEW BULLETINS containing complete de- 
scriptions and data on the various Benjamin RLM Fluorescent 
These 


closed and open-end units for both 48” 


and Triple 
and 60” 


lamps; also, the Benjamin dust-tight and vapor-tight fluorescent 


Units now available. include Twin Lamp 


fluorescent 


units and the Type “V” non-metallic reflector Fluorescents. 
Write Product Information Department GG, Benjamin Electric 


Mfg. Co., Des Plaines, Illinois 


** Experience has proven that there is no substitute for the strength, 
durability, high light output, diffusion and sustained lighting effi- 
ciency of porcelain enamel. oxidize or dis- 
integrate. It is impervious to practically all atmospheric conditions 
obtaining in Industry. 


It cannot decompose, 


Its glass-hard surface cannot be penetrated 
by dirt nor grime nor worn away by repeated washings. It is the 
easiest of all reflecting surfaces to clean . . . soap and water quickly 
restoring it to its original light reflecting efficiency. 


Lighting ECygucauentlt 
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Distributed Exclusively Through Electrical Wholesalers 
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ELECTRIC LAMP RESEARCH 


TUORESCENT LAMPS! 


G-E SLIMLINE Mazda Fluorescent Lamps offer advantages never before combined 
in any fluorescent lamp: 


(1) slim lines of light for new effects (5) operation singly, in multiple or in series 


(2) higher efficiency —average of 60 (6) single pin base — makes possible a safe 
lumens per watt design of lamp and socket for multiple 
or series operation 





(3) instant starting, without starters 
(7) operation over a range of wattages and 


(4) long life current values—100 to 200 milliamperes. 





GENERAL ELECTRIC SLIMLINE MAZDA FLUORESCENT LAMPS csevont Lemons 


(Milliamperes) (Approx.) 
Lamp 


100 900 
4216 : ' ' 1 200 1400 
Nominal Length *42” Outside Bulb Diameter % 


: 100 1400 

64T6 : = { 200 2150 
Nominal Length *64” Outside Bulb Diameter % 

vere « { 100 1400 

Nominal Length *72” Outside Bulb Diameter 1” 200 2350 


96T8 « > § 100 1950 
Nominal Length *96” Outside Bulb Diameter 1” ' 200 3300 























a + Standard 40-watt F lamp, shown for comparison 


*Nominal length includes one lamp piss two multiple sockets. When series sockets 
are available, the increase in overall length will be announced. 
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is this a live circuit?” 
“which fuse is blown?” 


"Et, to ie 


“what voltage?” 


all the answers 
in a jiffy with 
this pocket-sized 
and 

practically 
indestructible 


—-SQUARED Voliagé lester 


@ This voltage tester practically sells itself. 
Plant electricians, contractors and wiremen 
appreciate the convenience and safety of 
testing voltages and types of current with- 
out the use of lamps. Notice how easy it is 
to use this tester. Simply establish contact 
and the indicator shows the voltage. Each 
voltage is shown by a different colored band 


| | 





SQUARE 


for easy, accurate reading. A.C. is distin- 
guished from D.C. by vibration of the indi- 
cator. Sharp prongs permit piercing insu- 
lation, when necessary, without damage. 
You'll find this tester a good over-the- 
counter item. Why not get in touch with 
your nearest Square D branch office and 
ask for a supply of descriptive folders? 
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